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Time for Sound Judgment on Labor 


war to peace and the principal thing to con- 

tend with is employment of labor. On the 
speedy absorption in the industry of our millions of 
soldiers and sailors depends our business prosperity 
for the year 1919. We have no intention of going 
into any abstract theorizing as to the subject itself. 

If you want the shrewdest business opinion and 
foresight on the attitude of our industry board’s labor, 
read again the admirable words of John S. Kent in 
our issue of January 18. Then again there is food for 
thought now that the swollen pay envelope, based on 
overtime work on Government industries, is being 
brought back to normal. Now is the time for fairness 
on the wage problem, much after the thought of 
President Sabine of the Guaranty Trust Co. “Let 
us be scrupulously fair with labor, but let us insist 
that labor be equally fair.”’ 

Demobilization comes at a time of the year when 
farm work is at its lowest ebb, when war-work plants 
are closing down and when the majority of industries 
are in their mid-Winter lull, but this is not a cause 
for unrest. It is but temporary, for in from three to 
six months we will be having a situation where we 
have not enough people to do the work that must be 
done. 

Not only is Europe trying to retain every able- 
bodied worker in the task of reconstruction but we 
may have national legislation prohibiting immigration. 

The employment of able-bodied men is a problem 
of the next three months and it is one that every real 
American should immediately give his best thought. 
There is a menace in ignoring the immediate needs of 


fae are trying days in the transition from 


the soldier discharged from the Army who is usually 
“flat broke” but for the few dollars left of his “thirty 
per month.” 

You can see the situation in any demobilization 
city. Invariably you will find a group of soldiers, 
who are now actually green civilian labor in that 
they don’t want to return to their old jobs but. want 
to spread out in fresh fields of ambition. Getting 
the “icy mit” of ‘‘no help wanted’’ a dozen times or 
so and the soldier is well on to being a recruit for 
Bolshevism. This is actually so, no theory about it. 

Here is another point. Nine amateur employment 
offices with well meaning executives are extending 
amateur helping hands in one city. From the nine 
offices, some seventeen young men—ex-soldiers— 
were sent to one industrial plant in one day. What 
happened? The last boy got the job at practically 
half the prevailing rate in that plant and the cut in 
price was simply due to the oversupply of labor 
intimated by the number of men sent in one day. 

And yet in a town ten miles away there was a 
crying call for thirty workers at good wages without 
a taker. The amateur activity of nine disintegrating 
employment bureaus should give way to one central 
organization and a classification of jobs by industry 
and not by the geographical location of the city and 
town boundaries. If the big city is a center of an 
industrial community one organization should cover 
the employment activities of a wide district. 

It is the duty of every merchant to see to it that 
the welcome of a job is a sincere effort. on the part of 
the entire community, expressed through its business 
men, under a sane program of employment. 














One man from each line of civilian industry might 
well be made a member of the central organization 
to meet the returning soldier to ask him his inclina- 
tions, to find out what his previous training has been 


and then to place him after a thorough knowledge of 


his qualifications. 

Unless something like this. is done, the big cities 
near demobilization camps are going to be crowded 
with dissatisfied soldiers who find that their welcome 
home was a general expression and nol an individual 
one. 

We can well compliment Frank W. Whitcher, 
president of the Massachusetts Chamber of Com- 
merce, in starting a movement for the better under- 
standing of the dangers of Bolshevism. But each 
merchant can do his bit by seeing to it that this 
evil does not grow on American soil. 





A Platform of Salesmanship 

HE salesman’s obligation in making every pair 

of shoes sold to the merchant salable and profit- 

able is the thought now uppermost for before long 
the salesmen will be out on the road. 

A large Western shoe manufacturing concern 
recently called its entire traveling sales force to- 
gether for a conference before starting them out for 
next season’s business. 

In his address to those men the president of the 
company said some things that it would be well 
for every manufacturer to instill into the minds of 
his traveling salesmen. 

Some seasons ago when leather prices and labor 
prices began to advance it was put squarely up to 
every manufacturer to adopt one of two policies. If 
he maintained his usual quality he was forced to 
raise his prices. If he endeavored to keep his prices 
reasonably near the old figures he was forced to lower 
the standard of his shoes. 

This particular firm reasoned that they had builded 
their business on quality and wear and should they 
lower the standard it would be like taking the founda- 
tion from under a house and still expect the house to 
stand. So they determined not only to maintain the 
old standard but to improve the quality wherever 
possible, let the price be what it would. 

At the time this policy was assailed quite vigorously 
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by some of the salesmen but now all are convinced of 
the wisdom of the action. 

In this meeting several further improvements in 
various shoes were announced and along with it came 
the question of guaranteeing the shoes. In con- 
nection with this discussion the anaean used lan- 
guage something like this: 

‘*Guarantee is a dangerous word; it should be 
used very carefully, if at all. The only safe 
guarantee that I know to put on our shoes or 
any other shoes is that they will leak water and 
that they will wear out. You can tell your 
dealers that we stand behind the counters of 
every pair of shoes we make. If the counters go 
wrong we will replace the shoe and prepay the 
transportation charges. But if a sole wears out 
or gets burned the fault is not ours. 

“Tf a merchant sends us a hundred dollars and one 
of those dollars is a Mexican dollar we will return it 
to him because it is not up to standard—does not 
represent full value. 

“That merchant is entitled to absolutely the same 
consideration at this end. He has a right to expect 
every shoe he buys from this factory to be a good shoe. 
We intend he shall have it. If by any chance he gets 
a shoe that is not up to standard he should send it 
back just as readily as we would send back his Mexi- 
can dollar. 

“Tf you men are as.familiar with this line as you 
should be you know just what you can reasonably say 
about every shoe in the line. If you are not now in 
possession of that knowledge do not leave this 
factory till you have acquired it. 

“It is the intention of this housé to treat every 
salesman and every customer fairly, justly and hon- 
estly and I believe we can reasonably expect the same 
treatment in return. 

“This is the principle upon which all business must 
be transacted if that business is to prosper and grow 
and prove to be the beneficent influence for good that 
it should be.” 

Here is a business platform worthy of adoption by 
every corporation, firm and individual no matter 
what the business or occupation may chance to be. 
A platform founded on principle, justice and honesty 
that cannot help but prove successful. No camouflage; 

























no beating around the bush—just Playing the Game 
Fair. 





Why Not a Convention Schedule? 


SSOCIATION life is getting to be such a big 

feature in the retail shoe trade that it might be 

well to consider some sort of a systematic arrange- 

ment of convention dates which will permit of widest 

attendance. The Spring conventions listed in this 
issue show many conflicting dates. 

Many traveling men, manufacturers and advanced 
retailers, want to take in as many conventions as pos- 
sible, and if some order to the convention dates could 
be arrived at it would greatly facilitate attendance. 
It is not too early to start on the Fall schedule now 
by having the secretaries of the various associations 
send to their national headquarters tentative dates 
for final acceptance. 





Are You Keeping Your National 
Agreement? 

HE attention of retail shoe merchants is called to 

the ratification by the conference committee of 
the shoe and leather industries of the present pro- 
gram of conservation inherited from the War Indus- 
tries Board, making voluntary restrictions operative 
until June 1, 1919. 

While the restrictions as to color, heights and styles 
have never been operative in regard to selling of the 
retail shoe merchant's stock to the public, the re- 
strictions have been for some time operative at the 
source. We distinctly stated in our issues of the 
“Recorder” when we presented the program of con- 
servation adopted by the War Industries Board, that 
the regulations were then operative only at the source. 

The national 
intent of the 
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TO THE PUBLIC BEFORE JUNE1, 1919. 


Do not let the charge be made of bad faith on the - 


part of any branch of the industry. The manufac- 
turer is permitted to manufacture unrestricted foot- 
wear for retail sale but he should not make deliveries 
-before June 1. The order of the day should be ad- 
herence to the Gentlemen’s Agreement, nationally 
made—“‘No merchant should show in his stock or 
advertise restricted goods now in process of making 
before June 1.” 





For Neatness and Trimness 


EMEMBERING that these are days of extended 
and general improvement in taste in dress, it 
should always be kept in mind by designers that no 
one item or detail of a complete costume, for man or 
woman, should be allowed to “fight with the others.” 


_ That is, there should be no clash, in colors or contour 


or any other quality. 

Just now, judging from fashion prints, lovely 
woman is bent upon resembling a radish, as to lower 
outlines, the skirts narrowing at the bottom almost 
unbelievably in some costumes, as sketched by. the 
perhaps impressionistic artists who draw fashions 
for the papers. How they could walk in them, 
heaven only knows—and the women. But walk 
they will; over-ruling all laws of physics or three- 
dimensional space, or the law of gravitation, is as 
easy for women as over-ruling the “law of supply and 
demand” is for a war committee, or an anarchist 
convention. 

The point for a shoe producer or distributor is, 
that with this tendency toward pointedness at the 


, bottom of the “silhouette,” it is not a time to depart 


very far from 
neat, trim, 





industries is that pointed outlines 
no shoes, other in the general de- 
than those clas- sign of women’s 
sified under the shoes. No freak 
Restrictions models wits 
Program are to apply, at this 
be made up stage of devel- 
FOR SALE opment. 





all right!" brings em in” 
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Proportion 
of 
Your 
Stock 
Is 
Live? 
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The 
Test 
of 
Buying 
Is 
Selling 
Sizes 


A Modern Size Schedule Explained 


Buying Schedule Should Be Based on Selling Experience---A Careful Analysis 
of Selling Sizes and Its Influence on Profitable Merchandising 


T requires neither a seer nor a prophet to discover that 
iT the whole world is entering upon a new era in thought 
and action. New ideas and new ideals in government, 

in religion and in business are rapidly supplanting the ideas 


and ideals that have obtained heretofore. ‘Old things are * 


passed away; behold, all things are become new.” 

Old things and old metliods are passed away because they 
have failed to bring civilization into that era of scientific 
perfection which is its due and to which it attains. 


Betterment of Merchandising Conditions 

We are all too prone to look upon these things as being 
international or national and to forget that we as individuals 
are responsible for our share of the shortcomings that have 
heretofore obtained and that we are also responsible for the 
betterment of general living and merchandising conditions 
just in proportion to the betterment that we incorporate into 
our own living and into our own businesses. 

This betterment must come in many ways to the average 
store in order to keep abreast of the times and serve better 
and more efficiently its customers, its employees and the 
community in which it is located. 


The Public Demands Better Merchandise 

The public is demanding better merchandise and is willing 
to pay a fair and reasonable price in order to obtain it. But 
along with the better merchandise it is demanding better 
fitting and better store service. 

The time is long past when a customer can be forced to 
buy any old thing the merchant wants to unload upon him. 
Better roads and automobiles have shortened distances and 
brought into competition stores that formerly were unknown 
to each other. 


A Clear Demonstration 


Within the past season or two, since colors, lasts and pat- 
terns have been more or less restricted in the average store, 





it has been demonstrated very clearly that a wide variety of 
styles is not half so essential in keeping up the volume of 


business as is the necessity of having sizes and widths that. 


will enable the merchant to properly fit his customers. The 
ease with which volume sales, figured on the number of pairs 
sold, has been maintained has been a surprise to many @ 
merchant who has adopted the plan of plenty of sizes instead 
of a multiplicity of styles. 


A large manufacturer recently said: ‘There is no mystery 
about the shoe manufacturing business. There are certain 
laws of equity that have to be mastered and observed; when 
this is done success is assured.” So it is in any business. 
When the fundamentals are grasped and mastered the rest. 
all becomes detail and must be handled as detail. 


Law of Size Averages 


There is a law of averages in sizes which maintains in every 
store and when this is discovered and adhered to there will be 
little trouble with accumulations of odds and ends and bar- 
gain counter sales. : 


This law varies in different communities and it varies 
somewhat in different stores in the same community. It 
varies according to the class of trade served. The store cater- 
ing to the highest priced trade will sell more narrow widths, 


' and consequently.more long sizes, than the store in the same 


community catering to the medium and cheaper class of 
customers. ’ 


This is due to the fact that men and women who are doing 
the heavier class of work and carrying heavier loads exercise 
the muscles of their feet continuously and consequently 
their feet become broader and thicker. 

So. there can be no size schedule worked out that will fit 
into every store and it is therefore up to each merchant to 
work out a schedule that will fit his particular business. 
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750,000,000 Shoes on’ Retail Merchants’ Shelves 


Some months ago the Government started an investigation 
of the shoe business and found out there were approximately 
seven hundred and fifty million pairs of shoes made up and 


EXHIBIT B 
Womens Sizes for 


7 Af “ ie 
Sales Slips for Spindle 


EXHIBIT C 


EXHIBIT D 


Three Months’ Selling Schedule 


on the shelves of retail merchants, wholesalers and manufac- 
turers of the country. The largest distribution in any one year 
was in 1917 with approximately three hundred and twenty 
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million pairs. There was, therefore, on hand a supply equal 
to distribution for about two and a half years. ‘On this theory 
the war industries board considered classifying the shoe 
manufacturing business as non-essential. 


Turn Stock at Least Three . 
Times. Yearly 

With all this vast supply on hand 
there are very few merchants who could 
keep up anything like a normal volume 
of business if they suspended buying for 
six months or even three months to say 
nothing of two and a half years. In- 
stead of there being a supply equal to 
the demand for two and a half years 
the supply should be equal to only four 
months since it is generally conceded 
that unless a store turns its stock at 
least three times a year it cannot show 
avery healthy condition and satisfactory 
net profit. 


Causes for Shoe Excess 


There are several causes to which the 
excess of shoes in the country are at- 
tributable. In the first place as prices 
have advanced there has been a tend- 
ency on part of merchants to buy in 
excess of immediate needs in order to 
protect themselves against future ad- 
vances; in the second place, the scarcity 
of certain classes of shoes has been an 
inclination to load up on these things; in 
the third place, with the great number 
of young men called to the Colors the 
volume of sales in men’s shoes has been 
materially lessened. But all these causes 
taken together probably do not repre- 
sent as much reason for the condition 
as does the fact that the size schedule 
used as a buying guide in the average 
store is not in harmony with the selling 
schedule. 


Average Merchant Buys on Theory 
That is to say, the ‘average mer- 
chant buys by theory or habit and has 
no accurate records to show the pro- 
portions or percentages of sales made 
on each particular size and width. He 
is not judging the future by the past. 
He is guessing instead of knowing. 
Good authority has it that the aver- 
age shoe merchant is doing seventy-five 
per gent of his business on twenty-five 
per cent of his stock. 
Profit on Last Ten Pairs 
“The shoe merchant makes his profit 
or loss on the last ten pairs of a hundred 
pair case sold,”’ said the manager of a 
successful shoe store in a large city. 
“For instance, a merchant buys one 
hundred pairs of shoes. The first sixty 
pairs pay the manufacturer’ s or whole- 
saler’s bill. 
“She second thirty pales pay store expenses such os 
clerks’ salary, light, rent, etc. ae rw cacao 
that he must look to make his profit.” :’ 
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If this be true then some radical changes in merchandising 
methods must be instituted. Probably the first change 
needed is a more definite knowledge of his selling schedule. 
The average store is not short on the number of pairs in stock 
but it is short on the good selling sizes of the good selling 
numbers. There are probably enough two’s and a _ half, 
three’s and three’s and a half in the country to last for five 
or six years if not another pair were made; yet it is necessary 
to keep on making them because of style changes. The fact 
remains, however, that these sizes are the ones on which the 
average merchant loses much good profit which he has made 
on fives, fives and a half and sixes. 


"100 Pis. 5% 


- 








A Pyramid of Correct Ordering—Buyers 500 Miles 
Apart Adopt Similar Schedule e 


In a meeting attended by about fifty merchants held re- 
cently, every merchant admitted he had more of these sizes 
than he could ever sell. The merchant who does not have a 
surplus of them is the exception. Take a look at the bargain 
counter in a shoe store or shoe department if further evidence 
is needed. 


Evidence on Bargain Counter 

Occasionally a shoe goes on the bargain counter because 
it does not fit properly or for some defect in workmanship, 
but a look at the ‘Dollar a Pair’’ table is the most convinc- 
ing evidence that the merchant’s buying schedule is wrong. 
Otherwise there would be just as many fives as threes for 
the bargain hunter to pick from. 

Every buyer will make a bad guess on some particular 
style occasionally but there is no logical reason why he 
should go very far wrong on his size schedule. 

If a life insurance company can figure to a fraction of a 
per cent just how many men of a given age will die each 
year, it should be much more easy to calculate just how many 
threes and how many fives will be sold to each thousand of 
total sales. 

It is just a question of making the retail shoe business a 
science; of knowing instead of guessing. 


A Correct Possible Analysis 

It is impossible to work out one schedule that will fit all 
stores since the class of merchandise handled regulates the 
widths to a great extent and consequently the sizes. Geo- 
graphical location also makes considerable difference. Yet 
selling schedules prepared from actual records of sales cover- 
ing a definite period in widely separated cities are quite 
similar in result. 

The merchant who buys “regular dozens” and persists in 
so doing is mighty sure to have a surplus of end sizes, because 
in a 3 to 7 run he will get 1-3, 1-34, 1-4, 2-4, 2-5, 2-5, 
1-6, 1-614, 1-7. Thus he will have half as many threes as 
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fives while by actual statistics, gathered from various parts 
of the country, it is shown that from five to seven pairs of 
fives are sold for every single pair of threes. 

This takes into account stores selling high grade shoes, 
who sell more B than any other width, as well as stores 
catering to a medium class of trade whose big selling width 
is D or E. 

Where more narrow widths are sold the sizes average longer. 
In some such stores where AAA and AA are featured strongly 
and where the largest selling width is B, the biggest selling 
size is six. Seven is a very safe size and more eights than 
threes are used. 


Importance of Sales Records 


The only sure way for any merchant in any location to 
know what sizes he should buy is to keep an absolute record 
of his sales totaled daily, weekly and monthly. 

To the merchant who has not installed these records the 
undertaking looks stupendous and he is doubtful if it will 
pay. A careful inventory of the unsalable end sizes on his 
shelf, plus the loss sustained on what he has sold at cut prices 
during one year, will not pay the cost for a dozen years. 

Here is a simple method employed by a pretty big store 
in a middle western city: 

As the sales slips and last sales slips come to the cashier 
they are put on a spindle and as the cashier gets time during 
the day, the sizes are entered as seen on Exhibit B, four straight 
marks and a “‘tally,’’ or cross mark representing five pairs 
sold. These are totaled only once a month, sub-totaled 
every three months and a grand total made at the end of 
each six month period. The book used for this purpose is 
just an ordinary counter book ruled off with lead pencil. 

This is made the basis of the next season’s purchases, 
both in sizes and widths and total number of pairs to be 
bought. Then shipping dates are arranged so each month 
will be received ‘about the quantity that was sold during the 
corresponding month of the previous year. Of course the 
whole amount is not anticipated at the beginning of the 
season but a sufficient quantity to assure needed styles and 
sizes; then filling in takes care of the rest. 


Heavy Over-load Avoided 
In this way the store does not have to carry a heavy over- 
load at any time, and discounts can be taken without bor- 
rowing an excessive amount from banks. Besides this the 
factories supplying the store can give better merchandise— 
better selection and finish—because the plan does away with 
the peak load at rush seasons. 


The Biggest Selling Size 

An examination of the schedule of women’s shoes will show 
that five and and a half is the biggest selling size; C, the big- 
gest selling width, and five and a half C the biggest individual 
seller. 

It will be noted also that about 18 per cent of the total 
sales were on size five and a half. 

While this store caters to the masses it does not feature 
nurse shoes to any great extent nor does it sell men’s work 
shoes, the business being confined almost entirely to shoes 
of the dressier types. Since this store instituted the plan of 
keeping records of sales it has entirely changed its schedule © 
of buying both on men’s and women’s shoes, is getting a 
more rapid turn over, doing larger volume of business in 
pairs sold on less stock and not finding it necessary to put. 
on bargain sales to clean up odds and ends and end sizes. 
It does use P. M.’s on short lots. 

Record of Three Months’ Selling 
- Here are the records of another store, or rather chain of 
stores, in another middle western city. This store caters to 
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the highest class of trade in that big city. This is schedule 
based on three months selling, worked out on a five hundred 
pair basis. (See Exhibits C and D) 

It has taken years of experience and hundreds of dollars 
loss on accumulation of end sizes to develop the selling 
schedule in each of the stores operated by this concern; it 
is now so perfected that a liberal P. M. usually takes care of 
any slow moving lines when sizes become broken. 
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For File on Spindle with Sales Slips 


Note the fact that just 20 per cent on a pair out of every 
five of all sizes sold, was five and a half; that the sales on 
fives and sixes were about equal to each other and same 
applies to four and a half and six and a half. In other words 
if a pyramid were built with 514 at the pinnacle each size in 
the scale below would; in pairs sold, about equal the corre- 
sponding size above in the scale. (See Pyramid, Page 30) 


Order System Remodeled 


This schedule might not prove out in any other store in 
exactly the same proportions, but it was shown to the buyer 
of another large store five hundred niiles from where it was 
worked out. This buyer was so impressed with it that he 
made comparisons with his buying schedule in several orders 
placed; he then instructed the accounting department to 
keep a record of sizes sold in both men’s and women’s shoes. 
At the end of two weeks he completely remodeled orders 
placed for next season in so far as he was able todo so. He 
materially lessened orders for small sizes (214 to 4) and added 
to middle and longer sizes. He didn’t cancel a pair or add a 
pair—just shifted sizes. 

It should be borne in mind that a factory is willing to 
make any sizes the buyer wishes. In fact the factory is more 
than pleased to make the sizes the merchant can sell best 
because if his shoes sell out clean he is more apt to retain 
the business of the concern. 

In many instances a certain factory line is condemned and 
thrown out when the fault lies with the buyer not being ac- 
quainted with his own selling schedule. 


Short Shoe $1,250 


Damages Awarded Customer 


Pittsburgh, Jan. 27.—A jury today awarded Gertrude 
Robertson, a Pittsburgh girl, $1,250 for injuries suffered when 
her foot was forced into a small shoe. 

The fair plaintiff, while on the witness stand, stated that 
the salesman had “‘squeezed her foot real hard and handled it 
roughly.” 

Questioned by counsel for the defense, Miss Robertson as- 
serted that her foot wasn’t too large, but the shoe was too 
small. 
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Association Meetings 
From February 5, 1919 to January 22, 1920 


February 5—Wednesday, 1.00 P. M.—Boston Shoe 
Trades Club—Annual meeting, election of officers, re- 
ports and recommendations. 


February 8—Saturday—Joint Smoker of the Boston 
Shoe Travelers and the Southern Shoe Salesmen’s As- 
sociation will be held at Boston Shoe Trades Club, 
under auspices of the Southern Shoe Salesmen’s 
Association. 


February 12—Wednesday. ‘‘New .England Day’’ 
under the auspices of the Massachusetts Retail Shoe 
Merchants’ Association. 


February 11, 12 and 13—Tuesday, Wednesday and 
Thursday. Texas Shoe Retailers’ Association—Annual 
convention at Galveston. 


February 12—Kentucky Shoe Retailers’ Association 
—Annual convention at Tyler Hotel, Louisville. 


February 18-19—Tuesday and Wednesday. Okla- 
homa Retail Shoe Merchants’ Association at Ardmore, 
Okla. 

February 18 and 19—Tuesday and Wednesday. An- 
nual convention of the Missouri Shoe Dealers’ Associa- 
tion, Kansas City, Mo., at Muelbach. 


February 19—Wednesday.—Cincinnati Shoe Trav- 
elers’ Association—Annual dinner dance at Gibson 
Hotel, Cincinnati. 

March 4—Tuesday—Aunnual convention of the Rhode 
Island Shoe Retailers’ Association, Providence. 


March 3, 4 and 5—Monday, Tuesday and Wednesday 
—Annual convention of the Ohio Retail Shoe Dealers’ 
Association, Columbus, Ohio. 

March 10, 11 and 12—Monday, Tuesday and Wednes- 


day—Annual convention of the Iowa Retail Shoe 
Dealers’ Association, Des Moines, Iowa. 


March 10, 11 and 12—Monday, Tuesday and Wed- 
nesday—Indiana Shoe Retailers’ Association Conven- 
tion at Indianapolis. 5 

March 17 and 18—Monday and Tuesday—Annual 
convention of Kansas Retail Shoe Dealers’ Association 
at Kansas, City, Mo. 

March 24 and 25—Monday and Tuesday—Penn- 
sylvania Shoe Retailers’ Association—Annual conven- 
tion, Johnstown, Pa. 


April 17—Thursday—Spring meeting of Tanners 
Council, Copley Plaza Hotel, Boston. 


April 25—Friday—Iowa National Shoe Travelers’ As- 
sociation to meet at Grant Club, 12 o’clock noon 
luncheon. 

July 28, 29 and 30—Monday, Tuesday and Wednesday 
—Illinois Shoe Retailers’ Association annual conven- 
tion at Springfield. 

January 12, 13, 14 and 15, 1920—Monday, Tuesday, 


Wednesday and Thursday—The National Shoe. Re- 
tailers’ A iation annual convention at Boston. 


January 19, 20 and 21—Monday, Tuesday and Wed- 





-nesday—National Boot and Shoe Manufacturers’ Asso- 


ciation annual convention at New York. 
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Enters Fiftieth Year of Service 


New England Shoe and Leather Association Holds Annual Meeting, Passes 
Resolutions and Elects Officers 


FTER an active year in association work under war- 
A time pressure, the New England Shoe and Leather 

Association met in annual session Wednesday, Janu- 
ary 29. The absence of. Harry I. Thayer, who sailed for 
Europe January 25, occasioned the selection as presiding 
officer, Chas. J. Jones, President of the Commonwealth Shoe 
and Leather Co. 

In record time various reports were read, resolutions 
passed and officers elected. 

The principal speakers of the meeting were Mayor Andrew 
J. Peters, of Boston, and Councilman Henry E. Hagan, of 
the Boston City Government and who is a leading member 
of the retail craft. Both of these city officials emphasized the 
importance of merging the nearby suburban towns of Boston 
into a big city, the population of which would rank second 
in the United States in the next census. 

Mr. ‘Hagan, in speaking of the trade, outlined the 1920 
Convention of the National Shoe Retailers’ Association and 
the enthusiastic reception of his talk intimated the unity of 
New England as hosts to the retail shoe merchants of the 
country next January. i 

Much credit was given Secretary of Commerce Thomas F. 
Anderson for his great work during the war year. 

The annual address of Pres. Harry I. Thayer is herewith 
given in part: 


Annual Address of President 


“Although I expect to be in mid-Atlantic “when the 
annual meeting of our association takes place, I shall be with 
you in spirit, and wishing you a most successful gathering. 

“The year 1918 was the most remarkable in all of the 
history of American business, for our country, during that 
period, emerged suddenly from the tense condition of world 
war to the uncertainty and unsettlement of peace. In this 
way a double strain was placed upon business and upon the 
organizations representing business, and never before was 
there afforded such a conclusive proof of the value of trade 
associations. 

Enters 50th Year of Service 


“Two words may be accepted as the slogan of American 
business from this time forth: ‘Co-operation—Service.’ In 
these words are the essence of the activities, of our own 
association, now entering the fiftieth year of its usefulness, 
and I am sure that for all time to come, as a result of the 
lessons of the war, our business men are going to place 
greater value on these two words, and what they stand for, 
than they have ever done in the past. 


The Inevitable Readjustment 


“We are going through the readjustment period, inevitable 
under such conditions as those under which we are living, 
and while there are a few clouds on the horizon, notably in 
connection with the relationship between employer and em- 
ployee, I am confident that such difficulties as may come to 
us in the next few months will be merely temporary, and 
that in the end we shall be better as a nation than if there 
never. had been a great world war. 

“The great problem involved in the restoration of our 
conditions, while they may look very serious to us today, will 
undoubtedly be smoothed away in due time; for this country 


is too great, too resourceful, and too enlichtened to permit 
even such important questions as these to impede its natural 
progress toward the goal of ideal democracy. There is no 
room in the United States of America for Bolshevism, 
Anarchism, or that subtle form of Socialism, which in reality 
stands for Red Revolution. Our unemployed returning 
heroes from overseas will be properly taken care of, and I am 


HARRY I. THAYER 
President Re-elect New England Shoe and Leather Association 


confident that a year from now will find this country on the 
high road to an era of prosperity such as it never yet has 
enjoyed. 
Officially Represented in Europe 

“T have been glad to take advantage of the opportunity to 
visit several of the countries of our European allies, as a 
member of the ‘3oot and Shoe Recorder’ trade delegation, 
and I shall be very proud to officially represent in this body 
our New England Shoe and Leather Association as its presi- 
dent, for I am sure that there is no organization of our trade 
that has done more to stimulate foreign business for our 
tanners and shoe manufacturers, and none that is more eager 
to extend, through its official representative, the greetings 
and good wishes of our American industry to our brave and 
self-sacrificing brothers on the other side of the Atlantic. I 
am going on this mission, more for the purpose of seeing with 
my own eyes conditions as they exist in Europe after its 
terrible baptism of blood and fire, and to extend the hand of 
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of the country. 





Resolution of New England Shoe and Leather Association 
- RETURN OF RAILROADS TO OWNERS 
BE IT RESOLVED: That the New England Shoe and Leather Association, by vote of its 
members in annual meeting assembled, this twenty-ninth day of January, 1919, hereby 
expresses its belief that the railroads of the United States should be returned to their owners 
by the Government at the earliest moment compatible with the interests of the people 
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fellowship to our brethren there, than for the merely selfish 
purpose of séeking new business, and I shall welcome every 
opportunity that comes to me to say a word of cheer and 
commendation. to our true and tried friends across the sea. 

“In concluding my brief message, let me urge upon our 
members, in the strongest possible way, the duty that 
devolves on them of lending every possible aid in the vital 
work of maintaining the prosperity of New England industry, 
of keeping New England in its historic position as the chief 
shoe manufacturing and distributing center of the United 
States, and in restoring, as speedily as possible, the coastwise 
and foreign commerce of the port of Boston that the exigencies 
of war have so seriously disarranged. 


Develop Our Commerce Through Boston 


“I believe, with many of our business. men, that the 
greatest. of our New England problems is to develop our 
ocean commerce to its fullest possibility, and to see to it 
that all of our former steamship lines are re-established and 
new ones created, and to make more certain our own con- 
trol of these lines, especially those in the coastwise service, 
by investing our own capital in them. 

“‘My closing thought, in leaving you with this message, is 
that whatever may be the outcome of the great Peace Con- 
ference now in session at Versailles, there will be an urgent 
need of adequate tariff protection for our American tanners 
and shoe manufacturers, if we are to hold our own in after- 
the-war world competition. All that we ask of our Congress 
at Washington is a very reasonable degree of protection that 
will equalize labor and other costs of production, as between 
our own and foreign countries. 

The officers and directors of the New England Shoe and 
Leather Association for 1919 are: 

President, Harry I. Thayer, Thayer-Foss Co., Boston; 
vice-president, A. C. Lawrence, AC. Lawrence. Leather Co., 
Boston; Fred B. Rice, Rice and Hutchins, Inc., Boston; 
secretary-treasurer, Thomas F. Anderson, Boston. 

Directors: Lucius J. Barnet, J. S. Barnet & Sons, Inc., 
Lynn, Mass.; Charles A. Bliss, Bliss & Perry Co., Newbury- 
port, Mass.; E. H. Bill, E. H. Bill & Co., Boston; Frank R.- 
Briggs, Thomas G. Plant Co., Boston; Louis A. Coolidge, 
United Shoe Machinery Corporation, Boston; Albert M. 
Creighton, Lynn, Mass.; C. H. Cross, Regal Shoe Co., 
Boston; H. B. Dillenback, Beggs & Cobb, Inc., Boston; 
John E. Driscoll, American Hide and Leather Co., Boston; 
Chester A. Eaton, C. A. Eaton Co., Brockton, Mass.; Fred 
F. Field, Jr., Fred F. Field Co., Brockton, Mass.; Hervey E. 
Guptill, Haverhill, Mass.; Arthur C. Heald, Stetson Shoe 
Co., South Weymouth, Mass.; W. Thatcher Hollis, C. D. 
Kepner Leather Co., Boston; Edwin P. Holmes, Parker, 
Holmes & Co., Boston; Paul Jones, Commonwealth Shoe and 
Leather Co., Boston; Alexander E. Little, A. E. Little & Co., 
Lynn, Mass.; Louis P. P. Osborne, C. .P. Osborne Co., Pea- 
body, Mass.; George M. Peabody, E. E. Taylor Co., Boston; 
A. P. Thomason, Helburn-Thompson Company, Salem, 
Mass.; Irving C. Webster, The C. Moench Sons Co., Boston; 












Arthur W. Wellington, United States Leather Co., Boston; 
James H. W. Whitcomb, J. H. Winchell & Co., Haverhill, 
Mass.; Frank D. Young, John D. Young & Sons Co., Bos- 
ton; Louis Ziegel, Ziegel, Eisman & Co., Boston. 


OTHER RESOLUTIONS PASSED 
Invitation to Shoe Merchants in 1920 


BE IT RESOLVED, That the New England Shoe ‘and 
Leather Association has learned with gratification of the 
decision of the National Shoe Retailers’ Association to hold 
its next annual convention in Boston in January, 1920, and 
that our association hereby extends to the organization a 
cordial welcome to the country’s chief shoe and leather 
center, pledges its hearty co-operation to the retailers, and 
urges its members and affiliated organizations to aid in every 
way possible in making the convention a success. 


Validation of Informal Contracts 


BE IT RESOLVED, That the New England Shoe and 
Leather Association, by vote of its members in annual 
meeting assembled this twenty-ninth day of January, 1919, 
urges upon Congress the speedy enactment of legislation 
providing for the validation of informal contracts entered 
into between manufacturers and the National Government, 
in connection with the prosecution of the war; and that we 
request our Senators and Representatives from New England 
to do everything in their power to further the passage of such 
legislation. 

Amendment of Tariff Laws 

BE IT RESOLVED, That the New England Shoe and 
Leather Association, by vote of its members, in annual meet- 
ing assembled at Boston, this twenty-ninth day of January, 
1919, does hereby earnestly -request the Congress of the 
United States to amend the existing Tariff Law so as to 
establish a duty that will equalize the cost of production as 
between the United States and other countries, in order that 
the present standard of living of our people may be 
maintained. 





Correction in Date of Oklahoma 
Convention 


In a part of our edition of January 25 an error was made in 
the date of the Oklahoma State Convention. This is to be 
held at Ardmore, Oklahoma, on Tuesday and Wednesday, 
February 18 and 19. 





England Wants Raw Hides 


Washington War Trade Board announced it has been in- 
formed that prohibition into England of importation ‘of raw 
hides of all descriptions and weights have been removed and 
dealings in raw hides are now freely authorized. British im- 
portation restrictions, covering wide range of. commodities, 
will go into effect March 1. Te eas 
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MEMBERS OF “RECORDER” PARTY PICTURED IN BRYANT PARK, NEW YORK, JUST PREVIOUS TO 
SAILING FOR EUROPE ON THEIR FOREIGN TOUR 


From left to right: W.S. McKenzie, George W. R. Hill, Harry H. Williams, Arthur A. Williams, Henry W. Cook, J. A. Munroe, 
H. B. Wasgatt, Leon B. Rogers, Perley E. Barbour, Harlan F. Hussey, Edwin P. Holmes, E. Berge-Soler, Everit B. Terhune, 
Wallace A. Taylor, Harry I. Thayer, A. N. Blake, George W. Dobbins, William D. Bennett, E. M. Carman and H. Walter Scott 


The only member of the party absent from the group is William Ellison 
The large building in the immediate background is the New York City Public Library 








a Survey” Party Sails for Europe 


Manufacturers and Tanners Leave New York on Their Foreign Tour 


survey party, to the number of 18, sailed from New 
York, January 25, on the White Star Liner Lapland. 
Following is the personnel of the party. 
George W. Dobbins (Pres. Haverhill Shoe Mfrs.’ Associa- 
tion), Witherell & Dobbins Co., Haverhill, Mass. 
W. S. McKenzie, Helming-McKenzie Shoe Company, Cin- 
cinnati, Ohio. 
H. W. Cook (Vice-pres. National Boot and Shoe Mfrs.’ 
Association), A. E. Nettleton Company, Syracuse, N. Y. 
J. A. Monroe, vice-pres., E. T. Wright & Co., Inc., Rock- 
land, Mass. 
Harry I. Thayer (Pres. N. E. Shoe & Leather Association), 
Thayer-Foss Company, Boston, Mass. 
‘ Edwin P. Holmes, Parker-Holmes Company, Boston, Mass. 
H. B. Wasgatt, Andrews-Wasgatt-Company, Everett, Mass. 


je “Boot and Shoe Recorder’s” European business 





Arthur A. Williams, A. A. Williams Shoe Company, Hol- 
liston, Me. 

L. B. Rogers, Rogers Fibre Company, Boston, Mass. 

H. F. Hussey, Ellis & Hussey, Haverhill. 

William Ellison, Proctor-Ellison Company, Boston, Mass. 

E. M. Carman, Donnell, Carman & Mudge, Inc., Boston. 

Perley E. Barbour, Brockton Rand Company, Brockton, 
Mass. 

Wallace A. Taylor, A. J. Bates Company, Webster, Mass. 

William D. Bennett, “Hide & Leather,’’ Boston, Mass. 

A. N. Blake, Watson Shoe Company, Lynn, Mass. 

E. Berge-Soler, ‘““Boot & Shoe Recorder,” Boston, Mass. 

Everit B. Terhune (Pres. Boston Shoe Trades Club), 
“Boot & Shoe Recorder,” Boston, Mass. 

For two days previous to the departure, the Bush Terminal 
Building on 42nd Street, was the headquarters of the party. 
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Here a large apartment on the third floor front was at the 
service of the members, with stenographer, telephone and all 
conveniences for letter writing and business arrangements in 
general. 


Passport Plans Perfected 


Final passport arrangements were made while in New York 
through co-operation with various consulates in the city, so 
that when the day for sailing arrived, all the many details 
had been arranged and each man of the party was fully 
equipped with passports, vises and other necessary arrange- 
ments for their business visits to the various countries across 
the water. 


Enthusiastic Regarding Trip 


All members of the European party expressed themselves 
as most enthusiastic over the trip on which they were em- 
barking and looked forward to important business results. 
Following the landing in Liverpool, after about a ten days’ 
voyage, the party will visit London and nearby points, fol- 
lowing which they will go to Paris, making their headquarters 
in that city during their stay in France. 


Countries to be Visited 


Italy, Switzerland, Belgium and Holland will be visited in 
turn. General Manager Everit B. Terhune of the “‘Recorder”’ 
bears letters of introduction to men prominent in business and 
political circles in all the countries to be visited. These will 
prove of great importance in giving the members of the party 
access to people and places which otherwise they wouldn’t 
be able to obtain. 


Large Business Interests 


This first business survey of Europe by shoe manufacturers 
and tanners of the United States will doubtless have an im- 
portant bearing on future trade relations between this coun- 
try and those to be visited. The “Recorder” party, indi- 
vidually and collectively, represents large business interests 
in the shoe and leather trades of the United States. It is cer- 
tain that they will meet equally important and thoroughly 
congenial business men on the other side. 


A Distinguished Visitor 


Among the visitors at the Bush Terminal Headquarters in 
New York was Captain A. Monnet, French High Commis- 
sioner to the United States, who has represented his Govern- 
ment in this country during the past two months. Captain 
Monnet will sail for France by S.S. Rochembeau during the 
next week or ten days, planning to meet the “Recorder” 
party in France and show them every possible courtesy in 
appreciation of the importance of their visit. 


Arrangements for Cables 


The weather on the day of the Lapland’s sailing was -per- 
fect and the party left New York under clear skies amid the 
farewells of many friends and relatives who had come to 
New York especially to wish them godspeed. Cables will be 
sent twice.a week from the party to the “Boot and Shoe 
Recorder,” and thence transmitted to the families of the 
members. In this way, the home folks will be kept in close 
touch with the travelers and learn details regarding their 
health, as well as any important incidents of the trip. 


Moving and “‘Still’? Pictures 


On the day before sailing the party were taken to Bryant 
Park near the Bush Terminal Building, where moving pic- 
tures and a “still” photograph were taken by the Inter- 
national Film Service, Inc. The “‘still’’ picture is reproduced 
here, with the names of the party appended. The film will 
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be shown in various moving picture houses, in connection 
with the travel pictures which are such popular features at 
the present time. 


**Bon Voyage’’ to European Trade Mission 


The following telegram was sent by the New England Shoe 
and Leather Association to the delegation: 

“Our New England shoe and leather industry sends you 
and your fellow trade ambassadors best wishes for a pleasant 
voyage, a profitable sojourn among the League of Nations 
and a safe return. 

“Thomas F. Anderson, Secretary.” 


In response to this message Everit B. Terhune, in 

charge of the party, sent the following wire to the association: 
““New York, N. Y., January 25, 1919. 

“Very many thanks for your splendid telegram. All mem- 
bers of our party realize the responsibility of representing 
fittingly our great industry and we shall do everything in our 
power to bring back with us, right from the source, infor- 
mation of foreign trade conditions and possibilities.”’ 

About half of the delegation are members of the New 
England Shoe and Leather Association and the organization 
will probably arrange to give the party a suitable reception on 
its return, about the middle of March. 





National Cash Register Company 
Convention 


An Example of Success Through Harmonious Relations 
of Capital and Labor 


On Monday, Tuesday and Wednesday, January 27, 28 
and 29, a remarkable meeting was held in Dayton, Ohio. 

On this occasion 300 sales agents of the National Cash 
Register Co. gathered from all parts of the United States. 
This group of salesmen represented an average income per 
man during the last year of $15,000. 


Optimism, Enthusiasm, Confidence 


A spirit of optimism, enthusiasm and confidence in 1919 
business was the striking feature of this meet. On January 
29, a joint meeting of 3,000 factory employees with sales 
agents demonstrated the feeling of mutual co-operation and 
good will existing between employer, salesmen and employees 
that should go far if duplicated in every shoe manufacturing 
organization to stamp out any feeling of unrest. Such 
meetings prove the great value resulting from establishing 
mutual good will between manufacturers, merchants and their 
employees. 

From War to Peace Basis 


A trip through the Cash Register factories was a revela- 
tion in war work efficiency incidental to making air planes, 
air gauge instruments, artillery range finders and fuse ad- 
justers for shrapnel shells. This efficiency made possible 
production in quantity greater than Government require- 
ments. The National Cash Register Co.’s factory is now 
getting back swiftly to a peace basis with the benefit of the 
knowledge from lessons taught by war work efficiency. 


Educational Equipment for Merchants 


Methods are being applied in making cash registers and 
perfecting a credit system for real help to merchants in 
keeping accurate records, thus preventing losses. This 
company expends much effort and money in educational 
equipment for merchants. It also teaches a lesson in the 
best co-operation of capital and labor. 
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Salesmen as Merchant Association 
Boosters 
Iniiana Shoe Travelers Hold Reorganization Meeting 


The Indiana Shoe Travelers’ Association, of which Harry 
Springgate is president, Arthur B. Fletcher vice-president, 
and Charles I. Slipher secretary, held a reorganization meet- 
ing at the Indianapolis Chamber of Commerce last Saturday. 

The business meeting was preceded by a luncheon in the 
dining room of the Chamber of Commerce. Reports from 
the National Convention of Shoe Travelers were heard and 
changes in the Constitution and By-Laws discussed and 
adopted. 

Among the new features of the By-Laws were those pro- 
viding for a charge of $5 annually as dues, being a raise of 
$2 over the former annual dues. This feature to take effect 
December 1, 1919. 


Two Vice-Presidents Added to Officers 


At the annual election of officers hereafter the board of 
directors will nominate two tickets to be voted upon and 
institute an absentee voter’s law. Incidentally two vice- 
presidents were added in order to have official representation 
of membership from ‘outside of the city of Indianapolis. 

The new By-Laws also provide for monthly business meet- 
_ings which will be held at the Indianapolis Chamber of Com- 
merce the second Saturday in each month and be preceded 
by luncheon. 


Increasing Interest in Association 


The attendance and interest in the Indiana organization 
have grown immensely since the new officers were elected. 
The travelers are now preparing to co-operate with the In- 
diana Retailers’ Association, who will hold their convention 
at the Claypool Hotel, Indianapolis, Monday, Tuesday and 
Wednesday, March 10, 11,12. At this convention the manu- 
facturers of Boston, Cincinnati, St. Louis and Milwaukee will 
be represented upon the program. The shoe travelers al- 
ways take an active interest in the convention and the re- 
tail merchants give them particular recognition, holding only 
half-day sessions in order to devote their time to inspection 
of samples and to visiting their friends, the travelers. Sample 
rooms are engaged by the travelers usually a year ahead. It 
is expected that more than one hundred lines will be repre- 
sented at this convention and those travelers who have not 
procured their sample space should be advised to make 
reservation at once, for they will find it both pleasant and 
profitable to be at the coming convention. 

Chairmen of committees were named to serve for the 
present year. 


Charles S. Strayer Now Sales Manager 


Charles S. Strayer, formerly representing in this territory 
Johansen Bros. of St. Louis, manufacturers of women’s 
shoes, has been appointed sales manager and style man for 
his firm, a well deserved recognition of his services and ability. 
The Hoosier shoe travelers will miss the businesslike and 
efficient Strayer from their midst, and a resolution of appre- 
ciation was passed at the meeting. 





Joint Meeting of Travelers 
Southern and Boston Associations Hold Noonday Party 
A joint luncheon of the Boston and Southern Shoe Sales- 
men Associations was held Saturday, January 25, in the 
grill room of the Boston Shoe Trades Club. One hundred 
travelers were present. : 
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The principal speaker was Hon. John F. Fitzgerald who 
talked on the development of association work and the de- 
velopment of export work, and his old-time subject, the study 
of Spanish and its assistance to young men. 

It was voted that the Hon. John F. Fitzgerald be made 
honorary member of Boston Shoe Travelers’ Association. 

A vote was also made that a letter be sent to the Governor 
to use his best endeavors to bring about a big celebration of 
the Tercentennial landing of Pilgrims in 1920. Endorse- 
ment was given to Boston Shoe Style Show of July 14, 15, 16 
and 17. 

Chas. F. Maxwell was presiding officer and Thos. A 
Delaney directed the affair. 

A joint smoker will be held February 8 under the auspices 
of the Southern Association, being in the nature of a reciprocal 
banquet. 





Better Census Service 
On Shoes and Leathers Desired 


Washington, D. C., January 28.—Representatives of shoe 
manufacturers have been in communication with Sam L. 
Rogers, director of the Bureau of Census in connection with 
the monthly statistics of leather and manufactures of 
leather. Mr. Rogers-has informed the manufaciurers that 
these statis.ics will be gathered up to the end of the present 
fiscal year, June 30, and that a new appropriation will have 
to be secured from Congress for continuing this work. Mr. 
Rogers has informed the manufacturers that he has asked for 
this further appropriation. 

The Tanners’ Council has been asked by Mr. Rogers to 
appoint a committee to work with allied industries in revising 
if necessary the forms for gathering statistics. Another 
question that has been brought up in connection with this 
valuable data is whether it shal] be issued monthly or quar- 
terly. Officials of the Bureau seem to be inclined to favor 
the quarterly gathering of these statistics. 

It is understood that Mr. Rogers has also recommended 
to Congress that the census of manufacturers be collected 
every two years instead of every four years, which is the 
present custom. 





Shoes Advanced Less Than Any 
Other Staple Commodity 


New York.—A meeting of the Wholesale Shoe League 
was held in New York, January 28. One of the principal 
speakers was J. Frank McElwain, president of the National 
Boot and Shoe Manufacturers’ Association, who addressed 
the members of the League at the dinner which followed their 
annual meeting. Mr. McElwain said in part: 

“‘So far as the wholesaler is concerned, the supply of shoes 
is not excessive. The retailer is not overstocked and his 
condition might be termed normal. 

“There is no probability of the lowering of prices for the 
next six months. The danger is that the prices may go 
higher.” 

Mr. McElwain added that the cost of leather has increased 
since the armistice was-signed. Nevertheless, he said, the 
price of shoes advanced less during the war than any other 
staple product. 

Prospects of increasing imports, he said, were poor. He 
predicted an increased export shoe trade with the return of 
peace. 
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Death of Prominent Manufacturer 


Well Known Member of the Trade Passes 
Away 


William H. Stacy,’ president of Stacy-Adams Company, 
died at his home in Braintree, Mass.,on Friday, January 24, 
in his 77th year. Mr. Stacy had been in ill health for several 
years and unable to visit the factory. Yet, his mind was as 
keen as ever and he had continued to be interested in all 
details concerning the important business, of which he was 
so long the head. Mr. Stacy had been a manufacturer of 
shoes for 43 years and was the senior among Brockton shoe 
manufacturers in that regard. 

Mr. Stacy’s business career offers a remarkable illustration 
of what can be accomplished by ambition, energy and close 
application. He was born in Augusta, Maine, on August 22, 
1842, and attended the common schools in his native city. 
At the age of 18, he went to Boston, where he obtained em- 
ployment as a clerk in a crockery store. For this, he re- 





WILLIAM H. STACY 


Late President of Stacy-Adams Co. 
Brockton 


ceived $4 weekly, of which $3 was spent for board and lodg- 
ing. A little later, when a shoe store was established near 
the same location, Mr. Stacy obtained employment as a clerk. 


Decides to Become a Traveling Man 


Clerking proved unsatisfactory as regards business de- 
velopment and young Stacy sought a position as a traveling 
man. He interested several manufacturers and in 1866, with 
a varied line of samples, he started taking orders on commis- 
sion. He developed business and friendship so well that the 
following season he went on the road as representative of the 
South Shore Boot and Shoe Company of New Bedfozd, Mass. 
His territory extended as far West as the Mississippi River. 


Starts in Business for Himself 


In 1870, Mr. Stacy obtained a position as a traveling man 
for Gray Brothers, Rochester, N. Y., manufacturers of 
women’s shoes. .._He remained there four years, constantly 
enlarging his acquaintance and his business. At that time, 
he met Harry L. Adams, who was then selling shoes for 
James M. Burt. of New York, manufacturer of men’s fine 
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footwear. Friendship between the two culminated in a 
partnership for the sale of men’s fine shoes. Offices were es- 
tablished in New York and arrangements made with manu- 
facturers to handle their products. Later, they decided to 
manufacture these shoes themselves. In 1875, Messrs. 
Stacy and Adams came to Brockton to arrange for the manu- 
facture of a certain grade of shoes which they weren’t then 
handling. A partnership was formed with S. Gardner Jones, 
under the style of Stacy-Adams & Jones. A small factory 
building was obtained on Montello Street, near the present 
plant. This was in December, 1875. 


Steady Growth of the Business 


Messrs. Stacy and Adams looked after the selling and Mr. 
Jones the manufacturing. Financial matters were in charge 
of Oliver B. Quinby, who came from Maine for this position. 
This arrangement continued for three years, when the part- 
nership was dissolved. Mr. Jones retired and his interests 
were purchased by other members, of which Mr. Quinby be- 
came one. The style of the firm was changed to Stacy, 
Adams & Co. In February, 1910, the business had grown 
to the point where a much larger plant was required. A six- 
story brick factory was obtained at the present location, the 
building being especially constructed for this concern. Mr. 
Adams remained with the house until 1886, after which Mr. 
Stacy and Quinby constituted the members of the house. 
In 1908 the business was incorporated under the Massachu- 
setts laws as Stacy-Adams Company, with Mr. Stacy as 
president and Mr: Quinby as treasurer. Stacy-Adams Com- 
pany is well known to the trade as representing one of the 
highest grades of men’s footwear in the United States. 


Factory Closes During the Funeral 

The funeral of Mr. Stacy was held on January 27 from 
his late residence in Braintree. Many of the late shoe manu- 
facturer’s business associates and others from various shoe 
centers were present. The factory was closed during the 
afternoon as a mark of respect. Among the officials of the 
firm who attended were: Treasurer, O. B. Quinby; assistant 
treasurer, John M. Mosher; vice-presijent, C. P. Waide; 
W. H. H. James, V. H. Cort and John E. McElaney. A dele- 
gation from the office force to the number of 30 were present. 
at the services. 


Big Texas Shoe Retailers’ Convention 


To meet at Hotel Galvez, Galveston 


The Texas Shoe Retailers’ Association will hold its annual 
convention at Hotel Galvez, February 11, 12 and 13. 

A most interesting program is outlined, features of which 
will be a picture show and talk under the auspices of the 
United Shoe Machinery Corp., displays by-fifty manufacturers, 
jobbers and finders. The entertainment will be furnished by 
the Texas Wholesale and Findings Dealers,including a jazg 
oyster roast, moonlight bathing parties in the Gulf of Mexico, 
clam bakes, a mammoth street parade, banquet a: the Galvez 
Hotel, a badger fight on Pelican Island and a sightseeing 
boat sail on Galveston Bay showing wharves, harbor, ocean 
shipping, oyster farms and the famous fishing pier. “The 
Jettys.” 

Prominent Speakers 

The speakers on this occasion will be C. H. McMasters, 
president Local Commercial Association; Mayor I. H. Kemp- 
ner, W. C. Roose, M. L. Bridges, Capt. C. E. Frank, T. M. 
Scoggins, George Volk, Ben Weber, Robt: I. Cohen, W. E. 
Buckley, J. F. O’Connell, A. F. (“Daddy”) Sloane and Ben 
Jacobsen. . 

Reservations to the number of 300 rooms have been made. 
Al predictions are for a record-breaking crowd. 
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‘‘Anticipating the season”’ is the order of the day in all lines 
of wearing apparel—viz., straw hats for women in mid-Win- 
ter—so if your early shipments contain advance sellers in 
whites and colors try these ads for sales-stimulators in Febru- 


ary. 











“The Voman it 
VW Henrererels 


BEAVER-BROWN 


— WHITE 
| Wy (8) Oe 


‘To Complete 
her Costume. 


“Thenew Stow 
IT aRSITLAS 
Aue Nee. - 


No. 926, 60¢ 
For Your Ad Page Center 
Pushing Early hites for 
Southern Resorts— 





BOOTS 


The season’s most wonderful trib- 

ute to the fashionable attire of 

American woman: — 

A harmony with the new furs. A 

a to the eye. A blending 
rown in a boot of exclusive color 

tone. 

Color is the only distinction in 

footwear today. 


Blank’s Shoe Store 





























AD LINES: 
Small Sized Feet Get Clearance Sale Advantages. 


Ready-to-wear Footwear with Custom Bench Workman- 


ship. 


Shoe Store Addition : Comfort + Style + Values = Our Service. 


In Springtime, Footwear Fashions Are Supreme. 


Dependable Footwear Is Worth the Price You Pay Us. 
Selling Shoes Is a Science in Fitting Foot, Purse and 


Pleasing the Eye. 








Buy Sport Footwear Early 
For the Greatest Outdoor 
Year 


Southern resorts give the 
welcome news that out- 
door life is returning to 
the healthy vigor of nor- 
mal times. 
For tennis, golf and every ac- 
tivity, from swimming to avia- 
tion. 
A footwear specially for every 
outdoor need. 
White—black—brown leathers in 
smart pattern style. 
$6.00 to $20.00 


ean PORE TE see a RINNE Ry 
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‘*Why prices are high”’ is ever the comment on shoes. These 
ads give a clue to the public of the leather situation as well 
as the service given by the real shoe stores of America—try 


them now. 





No. 930, 40c 


Shoe Store Sense 


What Do You Get in 
Shoe Fitting Service ? 


The returning soldier when 
he kicks off his Munsons 
needs a real fitting service- 
stick and tape. Every soldier 
customer should see to it that 
perfect fit, proper style of 
last and sure comfort come 
in his first pair of civilian 


Shoe Prices and Leather 


Why with some commodities falling in 
price we cannot escape the conclusion that 
shoe prices will remain at least on the 
present basis throughout the year. 








shoes. 

Also remember— 

The price of shoes advanced 
less during the war than any 
other staple product. 


Blank’s Shoe Store 











No. 931, 25¢ 


The supply of cattle in the world, in ratio to population, has 
greatly decreased during the war. There is no surplus of hides, 
skins, leather or shoes, and in fact a shortage exists in a ma- 
jority of the European countries. 

Packer hides in this country are extremely scarce, and practi- 
cally the same conditions apply to country hides. Other 
countries appear willing to pay higher prices for South 
American and other foreign hides than the United States 


Government has fixed. 
There is no surplus of sole leather of good quality, and this 
also applies to upper leather. Kidskins are in short supply 
and evidently are going to advance in price. 
Cost of production, including labor, is higher than ever 
before. 
It would therefore seem that footwear 
being in short supply the world over that 
the present fair prices would continue. 
No nation on the face of the globe gives to 
its people for the equivalent of a day’s 
wage the value in footwear you can get in 
America. Think this over—and get Shoe 


Service from 


BLANK’S SHOE STORE 


The Swing of Fashion Is 
Towards Louis Heel Pumps 
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The Welcome of a Job 


The Patriotism of the Shoe, Leather and Allied Trades Is Again Asked in 
Welcoming Our 3,000,000 Returning Soldiers and Sailors with Jobs 


N our issue of January 4 we called attention to the fact 
that over three million men who had been in the United 
States Service, either overseas or in this country, would 

soon be in our midst. We published the action of several 
well known firms who had the ““‘Welcome home”’ sign hung 
over their doors. We also called attention to the fact that 
we are publishing in the “‘Recorder’”’ an Occupational Bureau 
for Returning Soldiers and Sailors, containing statements of 
the wants of our boys who are being returned to civilian life. 

The United States Employment Service issues an earnest 
appeal to employers in need of men to co-operate with them 
in installing our boys, either in their old positions, or in 
making use of their services in some other department of their 
business. 

In Boston on January 21, the Governor of Massachusetts 
led a delegation of state dignitaries to canvass employers to 
obtain jobs for returning soldiers and sailors. The Lieu- 
tenant-Governor of Massachusetts and many Legislators 
were in the working party. 

Do not rely on someone else to give this necessary co- 
operation. Every citizen, every man in business, owes a 
debt to these boys and each one must do all in his power 
to repay it. 


We are publishing herewith the action of a retail shoe mer- 
chant in Hebron, Nebraska. The ‘Recorder’ would be glad 
to hear from other members of the trade as to their “Welcome 
Home” plans. ; 

Hebron, Neb., January 14, 1919.—Reading in your journal 
of boys who left good positions to go to war will say that when 
my clerk, Walter Powell, left to enter the service I told him 
that his job was waiting for him to come back and would 
be better than when he left; also if our boys would lick the 
‘‘Honorable William H.,” I would let him have a partnérship 
in the business when he returned. 

Walter Powell went with the 89th Division of the 155th In- 
fantry, and is one of the boys that Nebraska is proud of for the 
part he took in licking the Huns. He was at the front seventy 
days as Corporal, then took trench fever and was in the 
hospital three months. He has now landed in the U. S. A., 
and says if he is not discharged soon so he can get back to 
work that something will happen. 

’ T certainly hope that no worthy boy who had to give up a 
good place to go and fight for us will find it not waiting for 
him on his return. z 
Yours for Our Boys, 
W. M. Wilson. 


Death of Sewell Clark, Manufacturer and Philanthropist 


Sewell Clark of Williams, Clark & Co., shoe manufac- 
turers, 357-361 Washington Street, Lynn, Mass., died at his 
Winter home, Long Beach, Cal., Thursday morning, January 
23 from heart trouble. Mr. Clark has been engaged in the 











THE LATE SEWELL CLARK 


.successful manufacture of the La France shoe for many 
years, under the foregoing name, in partnership with the late 
William W. Williams. He had built around him an associa- 


tion of employees noted for their devotion to the interests of 
the firm and their attachment to the senior member. Mr. 
Clark’s death was a real blow to these faithful employees. 

Mr. Clark was one of the most unaffected and democratic 
men in the city of Lynn; it was a real treat to be associated 
with him in any way, either as employee or friend. It is not 
strained to say that he regarded his employees as friends 
and they reciprocated. 

Mr. Clark was charitable, but in an entirely unostenta- 
tious way, preferring to keep the details between himself and 
the beneficiary. Many a man had “found”’ himself. because 
of the friendly interest and ready purse of Mr. Clark. 

His home at 48 Lafayette Park, Lynn, was one of the show 
places of the city, being substantially constructed and de- 
signed for comfort and rounding out architecturally the cor- 
ner on which it stood. He spent his Winters of late years in 
California, because the climate there best agreed with his 
somewhat precarious health. 


Organized Williams Clark and Company 


Sewell Clark was born in Barnstead, N. H., sixty-seven 
years ago, and came to Lynn in the early ’80’s. He worked 
at the bench for several years and then organized the Williams 
Plant Company, which existed until 1891, when the name 
was changed to Williams, Clark & Co. Both Mr. Clark and 
Mr. Williams were very active in the business until the 
death of Mr. Williams in 1912, and since that time Mr. 
Clark has carried on the business, one of the most successful 
of Lynn’s shoe manufacturing plants. 

Mr. Clark is survived by his wife Ella F., and two daugh- 
ters, Mrs. Frank A. Donahue and Mrs. William Scott, all 
of whom were with him at the time of his death. He was 
&@ tember of Mt. Carmel Lodge, A. F. & A. M. 





PR cor 


(ORAS haan ot ase apecononere~ 












ARERR. meee 
































































Feb. 1, 1919 





Hosiery Styles Dependent Upon 
Shoe Styles 
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A Low Shoe Season Brings Added Business to Hosiery Departments 


IME was when the principal function of hosiery was to 
T prevent the feet from becoming rubbed ‘and chafed 

by the boots or shoes worn as an outer covering of the 
pedal extremities. That was back in the days of the long 
sweeping skirts and more or less unsightly shoes. Hosiery 
in those days received very little consideration in so far as 
it affected the dress-up appearance of the wearer. Quality 
counted as a matter of economy only. 

Such is not the case today. Hosiery in this year nineteen 
hundred and nineteen is a most important part of wearing 
apparel of both men and women; but hosiery manufacturers 
cannot make their own program of styles and colors inde- 
pendent of the dictated or other parts of the apparel makers. 


Harmony of Colors 


As a matter of fact the styles and colors of hosiery de- 
pend almost altogether on the styles and colors of footwear. 
While women’s skirts have a tendency to be somewhat longer 
than for some seasons past, yet they are far from the long, 
wide, sweeping styles of a dozen years ago; so if footwear 
were to be principally boots, hosiery would even then be a 
matter of considerable importance in the general wearing 
apparel scheme. 


Low Shoes—Fine Hosiery 


It is generally conceeded, however, that the forthcoming 
Spring and Summer season will be the biggest low shoe 
season the country has ever known. Even now, in 
January, the smart shops are showing a wide range of pumps 
and oxfords. Had a merchant so decorated his windows a 
few years ago he would undoubtedly have been furnished a 
through ticket to an insane asylum. This condition is creat- 
ing—in fact has already created—an unprecedented demand 
for fancy hosiery. That is clocked stockings or stockings 
with set in pieces of lace or open work. 

The big hosiery buyers frankly admit that the style of 
hosiery depends on the style of shoes, and that since low cut 
shoes are to be almost universally worn this coming season, 
the demand for sheer silk stockings and for the fancy lines 
will be beyond the supply. 

Much of the extremely high grade hosiery has heretofore 
been imported, but now it is almost impossible to get the 
foreign made article. 


Look for Embroidered Hosiery 


Longer skirts call for low shoes, and low shoes call for hosiery 
with embroidery over the ankle. Had skirts remained the 
length in vogue during past several seasons the embroidered 
variety would not have been so much in demand as it is not 
considered good taste to wear embroidered stockings or stock- 
ings with lace inserts if a great deal of the leg shows. ° 

A careful survey of the hosiery situation shows: 

First—There will be a strong demand for sheer black 
silk hose. i 

Second—There will be great opportunities to intro- 
duce hosiery with fancy inserts. ‘ 

Third—Colored hose will keep up with the demand 
for colored shoes. 

Just to what extent the demand for ‘black satin, black 





suede, and patent leather pumps and oxfords, in proportion 
to the demand for browns and other colors in this type of 
footwear is to be remains yet to be seen, but it is a safe bet 
that black footwear will be in strong demand throughout 
the season, and consequently black hosiery of the fancy 
varieties will be exceedingly good. 


A Part of Footwear Service 

Hosiery has become a recognized and legitimate accessory 
to the shoe store, and no class of merchants is in as good a 
position to know what to buy in this article of wearing ap- 
parel as is the shoe merchant. Yet many good shoe stores 
are overlooking a golden opportunity to not only add to the 
income the profit that would come directly from the sale of 
hosiery, but also the profit that would come from added 
shoe sales influenced by the hosiery display. For there is a 
peculiar and compelling attractiveness to a window, or a dis- 
play case tastefully dressed with both shoes and _ hosiery 
that is not possible when either of these articles of foot cover- 
ing is used alone. 


Army Repair of Shoes 
New Program with $7,885,200 Appropriation 


Washington, D. C.—Nearly eight million dollars will be 
required to cover the repairing of Army shoes during the 
remainder of the current fiscal year, and an additional appro- 
priation of $7,885,200 has been asked of Congress by the 
Quartermaster Corps for that purpose. General instructions, 
Brigadier General Wood, acting quartermaster general, 
told a subcommittee of the House Committee on Appro- 
priations, in speaking of this work, have been sent out to 
reduce the repair work to a minimum. 

‘‘While it was good business to repair shoes at $1.50 per 
pair before the armistice—first, because we needed the 
production, and we were just keeping up with it; and, 
second, because the shoes were costing $7.15 per pair—the 
moment the armistice went into effect, that was not good 
business. General instructions were issued to all repair 
shops for shoes and clothing to repair only articles that 
needed slight repairs.” 

Captain Cenfield, of the Quartermaster Corps, appeared 
for the purpose of urging the appropriation which, he 
declared, was based upon three repairs for each man during 
the period from December 1, 1918, to June 30, 1919, at an 
estimated cost of $1.20 per pair. This would cover approx- 
imately a million pairs. 

In response to a query by the chairman of the subcommittee 
in which the facts detailed by Captain Cenfield were related, 


- General Wood, who followed the captain as a witness, 


declared that he did not think eight million dollars a proper 
expenditure for this work in view of the large quantities 
of shoes which will be turned in by men leaving the Army. 
General Wood explained that the estimate for reclamation 
work called originally for $48,000,000, but that he had ordered 
it revised, believing 50 per cent could be cut off in view of 
the cessation of hostilities, but had not seen it since ordering 
its revision. The estimates brought before the committee 
called for nearly $31,000,000. 
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No. 1—Fixtures Hold Over 12,000 Pairs of Shoes 
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No. 2—A Section of Side 
Window 


No. 3—Reception Foyer and Hosiery Department 


Rannard Shoe Limited of Winnipeg, Man., 
Open Magnificent New Store 


The Features of a Modern Shoe Store, Illustrating Canadian Store Service 


the interior and exterior of the new main store of 
Rannard Shoe Lt’d., which was recently opened. 
Most favorable comments have been made on the layout 
of this store from the standpoint of its affording easy access 
and egress from the store as well as artistic display of foot- 
wear in the interior of the store and outside display windows. 
Picture No. 1 was taken above the main entrance showing 
the ground floor, the two aisles on either side, the fixtures 
which hold over twelve thousand pairs of shoes, and the 
various departments as indicated by the signs beginning at 
the front. Hosiery and Finding Department, Men’s Shoe 
Department, Children’s Shoe Department, Women’s Walk- 
ing Shoe Department, Women’s Slippers, Women’s Dress 
Shoe Department. The main office is on the left. 


\ N 7 E are reproducing herewith six photographs taken of 


The Reception Foyer 
Entering the big shop from the front, with its double 
doors, one for entry and one for exit, the visitor’s attention 
is first arrested and held by the reception foyer, in: the fore- 
ground of a long perspective tastefully decorated with palms 
and seasonable flowers. a 4 


Artistic Lighting Effects 


Three massive electric fixtures, with pink shades, shed a 
soft light over a pair of seven-feet Minton glass show cases, 
filled with hosiery to match all shades of shoes, and over the 
pretty and bright young women who preside in this de- 
partment. The hosiery is of silk, cotton, lisle, cashmere, 
etc., and in addition to the stock displayed, facilities are 
provided for having hose made to match any colgr of shoe. 
The prices range from 50c. to $2.00 for the men’s lines; and 
50c. to $3.50 for the women’s. 


Each Department a Store in Itself 


From this viewpoint one is able to study the careful man- 
ner in which the customers’ convenience has been consulted 


in the arrangement of the different shoe departments. In- 
stead of clerks and newly-entering customers having to pass 
close to the fitting chairs, causing cramped quarters or jos- 
tling, the plan of placing the show cases crosswise of the store 
diverts customers to the two aisles, one on either side of the 
store. The departments are arranged thus, commencing 
from the front of the store: men’s, children’s, women’s, 
walking shoes, women’s slippers and gaiters, women’s dress 
shoes. Thus the newly-arrived customer simply steps to 
the aisle at the side of the foyer, walks along it till the desired 
department is reached, and enters it as one enters a room 
from a hall. Each department has ample seating capacity, 
the 110 chairs or opera seats being distributed as follows: 
men’s, 24; children’s, 24; women’s walking shoes, 24; 
women’s slippers and gaiters, 12; women’s dress «hoes, 26. 


Fixtures and Equipment Complete 

The fixtures of the store excite admiration. Shelves of 
white enamel, less than one-half an inch in thickness and 
measured to the sixteenth of an inch so as to avoid wasting 
the least space, hold great stocks of shoes for all ages and 
fancies. Mahogany trimmings—as for instance in the wood- 
work part of the show cases, the balustrade of the general 
office on the mezzanine floor, and the panelling of the parcel 
and telephone office—afford a handsome contrast to the clean 
white of the shelves and the shining plate glass through 
which one studies the displays of shoes or findings which 
index the merchandise that is carried in stock. 


Shelves Within Easy Reach 

Before equipping the new store, Mr. Rannard visited 
many of the latest and most up-to-date stores on the con- 
tinent; and his latest shop embodies the best and most 
practical of the ideas received on his tour. For instance, all 
the shelves, except two or three tiers at the top, are within 
easy reach of the salesman, doing away with ladders. Again, 
the partitions which separate the various departments are 
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No. 5—Display Window on 





No. 4—Women’s High Shoe Department 


themselves composed of stock shelves, and thus the goods 
in most ordinary demand in each department can be reached 
by simply turning around. 


Show Cases of Latest Type 


The show cases, too, are of the latest and most attractive 
kind. Besides the pair of Minton cases, with mahogany 
frames and Vermont marble bases, which face the front en- 
trance doors, each of the partitions which separate the various 
departments has on top of it, reaching from end to end, a 
glass show case 84% feet long, 18 inches wide and 15 inches 
high. In these are displayed samples from the various 
styles of shoes and slippers handled in each department, as 
well as findings, suggestions for customers’ purchase, such as 
heel cushions, rubber heels, polishes, pastes, etc. 


A Homelike Atmosphere 


On the top of each of these beautiful show cases, a shaded 
electric Jamp casts a softened light over the display, the joint 
effect of these shaded lights being to impart a homelike 
atmosphere to the whole store. While speaking of lights, it 
may be mentioned that the store is illuminated from end to 
end by semi-indirect arc lamps, twelve in all, supplemented 
by six of the band and bowl style, extending along under the 
mezzanine floor. 


Description of Photographs, Nos. 2, 3, 4, 5 


Illustration No. 2 shows a section of side windows. This 
store has seventy-two feet of front glass on the side shown, 
one window at the far end being omitted. 

Illustration No. 3 shows the ceception foyer and hosiery 
department at the main entrance. 

Illustration No. 4 shows the Women’s Dress Shoe Depart- 
ment at the extreme end of the store, having accommoda- 
tions for twenty-six eighteen-inch opera chairs. The Ran- 
nard Shoe Ltd. has entirely eliminated ladders and balconies, 
except as shown in the picture on the right, which runs 
across the extreme end of the store. 

Illustration No. 5 shows the right half of Rannard’s new 
store windows as they appeared with floral decorations on 
the opening dav. This half of the Portage Avenue display 
window is used to show women’s high-grade footwear. 

One thousand square feet of plate glass window in which 
are displayed shoes that provide a stock index to shoppers 
of every age, class and purse, confront the passerby. 

There is a note both artistic and practical in this immense 


Opening Day 





No. 6—Women’s Slipper Department 


display space designed to aid both the buyer of fancy foot- 
wear and the buyer of plain strong boots or shoes, so that they 
may make a mental choice as to style and pattern before. 
they enter the store to make their purchases. 


Over Twelve Thousand Pairs of Shoes 


It may be mentioned that the present selling stock of 
12,293 pairs of shoes is larger by over 3,000 pairs than the 
largest previous selling stock carried in any single store of 
the Rannard Shoe Ltd. 

The front display windows have a length of thirty feet. 
On the left hand side of the entrance is displayed men’s 
high grade, popular price, footwear. On the right hand side 
are displayed women’s high grade, dress shoes and evening 
slippers. 

Illustration No. 6 shows women’s fine slipper and pump 
department. : 


Co-operative Delivery System 


As to conveniences and time savers, there are several. 
First should be mentioned the parcel and wrapping depart- 
ment, established in a mahogany-paneled enclosure nearly 
in the centre of the store. This department takes care of 
wrapping, deliveries, repairs, call parcels and telephone 
messages. Deliveries are made by a co-operative delivery 
system, in which several other large city firms are partners— 
good service being thus rendered, and expense reduced to a 
minimum. The parcel office is equipped with a cash register 
of the latest pattern, with multiple adder and separate adder, 
taking care of the sales of fourteen clerks, as well as C. O. D.’s 
and refunds. Second among the conveniences of the store 
may be mentioned the large clock hanging on the wall of the 
office in plain view from any point in the store, enabling cus- 
tomers to know how time is passing, and clerks to follow the 
system of dinner-time relief which has been designed to 
leave an adequate force in the store to take care of trade 
during the noon hours in which business people are sometimes 


compelled to do their shopping. 


In the Basement 


In the basement, every foot of space is made to serve a 


useful end. By far the larger portion of the wall space is 


taken up with shelves holding the reserve stocks, from which 
the selling stocks are replenished as fast as sales deplete 
them. A feature of the basement is a well-ventilated rest 
room and wash room for women patrons, a cloak room and 
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locker system for employees’ wraps and-a wash room for 


men. 
C. F. Rannard, President 


C. F. Rannard is the president of the Rannard Shoe Ltd., 
and he gives as his formula for success, ‘‘hard work.” 


The Rannard Policy 


‘“*The Rannard Shoe Limited Idea’”’ is as follows. To do the 
right thing at the right time, in the right way; to do some 
things better than they were ever done before; to eliminate 
errors; to know both sides of the question; to be courteous; 
to be an example; to work for the love of the work; to antic- 
ipate requirements; to develop resources; to recognize no 
impediments; to master circumstances; to act from reason 
rather than rule; to be satisfied with nothing short of per- 
fection. 
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What War Did to eatin 


Deprived Industry of Ten Million Cattle Hides and 
Ninety Million Kid Skins 


Washington, D. C.—Had the war continued and plans 


‘proceeded with for the enlargement of the Conservation and 


Reclamation Division of the Quartermaster Department, the 
shoes and clothing reclaimed by repair in the United States 


. Army establishments would probably have reached a value 


of $50,000,000 in one year, according to General R. E. Wood, 
Acting Quartermaster General, in his report. 

General Wood devotes an entire chapter to the subject of 
conservation and reclamation. How this work has been 
enlarged is very interesting, especially in view of his previous 
remarks showing the difficulties this country was facing in 
securing needed supplies of leather. He had told of it having 
been estimated that the United States during the years 
1915, 1916 and 1917 depended upon im- 
ported leather raw stock to the amount. 





Five Generations of Shoe Merchants! 
Beat This Record? 


of approximately 50 per cent of cattle 
and hides, 55 per cent of calf and kip, 
66 per cent of sheep and lamb, and 97 
per cent of goat and kid, and its export. 
trade probably amounted to 35 per 


Who Can 








cent of its production. Restrictions on 





imports deprived the industry of some 








Jabez Peirce 


Weft of the Great-Bridge, and opposite Doctor 
Samuel Carew’s in Providence; 
BESS Leave to inform the Public, that he has lately 
fupplied his Shop with a neat Affortment of Fresh 
GOODS, juft imported from London, via. Boston: And as 


Trouble to call at his Shop, they will be fatified without 
travelling through the Sand-hill to look further. 


June 12, 1767. sins 











The Record of a Shoe Store Unique 


ment in the Providence Gazette informed the townsfolk. 


business to Rehoboth and Seekonk. 


shoe merchants in America. 


mained in one family for so long a period. 


ence to 


“Quality at a Reasonable Price” 


TremasZ Prince §Sen 








Five Generations 
Representing 


his Goods came to Hand much cheaper than any before, he . 
makes no doubt if Purchafers will give themfelves the The Best un Shoes 


More than a century and a half ago, in December, 1766, the first Peirce shoe 
store was established in Providence by Jabez Peirce “at his houfe op- 
posite to Doctor Samuel Carew’s, in the ftreet that leads from Con- 
necticut to the Great Bridge, in Providence,” as his quaint advertise- 


For five generations the name of Peirce has stood for the best in footwear— 
as maker or seller, or both—as cordwainer or merchant—in or near 
Providence; for Jabez Peirce’s immediate descendants removed the 


So far as we know, it is a family and business record unequalled among 


Since 1836 the business now conducted under the name of Thomas F. Peirce 
& Son has passed from father to son without a break, at various loca- 
tions in Providence—a record unique in the American shoe trade. No 
other shoe store in this country—with, perhaps, one exception—has re- 


The gas increase of the business in volume and. prestige throughout 
these years is a natural result of the Peirce principle of rigid adher- 


10,000,000 cattle hides and kips and of 
about 90,000,000 goat and sheep skins, 
and the tonnage allotted for the impor- 
tation of leather raw stock was confined 
almost entirely to requirements for war 
necessities. 


Army Shoes on Hand 
' Twelve Million Pairs in Stock 


Washington,. D. C.—More than 
twelve million pairs of Army shoes were 
in stock here and abroad December 1, 
according to a report which has just 
been made by the War Department. 
This report shows stocks on hand on 
both sides of the water, not including 
clothing and equipage in the possession 
of troops. 

The report showed that the Quarter- 
master Department was in possession 
of 4,555,904 pairs of marching shoes and 
7,966,787 pairs of field shoes. Among 
the other items shown were 2,419,016 
pairs of rubber hip boots; 554,565 
pairs of rubber knee boots, and 1,761,629 
pairs of arctic overshoes. 


Warehouse in London 


A suggestion has been made to Lynn 
shoe manufacturers that they get to- 
gether and establish a warehouse in 


The Best in Shoes = 

/ and Hosvery London, for the sale of shoes made in 
Westminster and Dorrance St. Priced Reasonably Lynn. Some manufacturers think it 
Shoe Styles a good suggestion, but too visionary for 


practise at the present time. The re- 
turn of the first visitors to Europe is 














awaited, before any large plans, like 














that of a warehouse in London, will 
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have serious consideration by manu- 
facturers. 
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‘Safe Method of Government Sales - 


Of Army Supplies Without Undue Disturbance to 
Civilian Business 


Washington, D. C.—Severe losses are bound to be sus- 
tained by the Government in the disposal of the surplus 
stocks of merchandise bought for war purposes, which re- 
mained unused at the time of the signing of the armistice 
and for which there is now but a limited requirement. This 
fact was emphasized by R. J. Thorne, president of Mont- 
gomery, Ward & Co., of Chicago, who is now serving under 
General Goethals, as assistant director of purchases for the 
Army. 

As is known, the Government has enormous stocks of 
merchandise now on hand. If thrown on the market at one 
time, the business of the country would be demoralized. 
This is a matter of much concern to all industries and bills 
have been introdiiced into Congress to limit the effect of 
Government competition. Today Mr. Thorne appeared 
before the House Committee on Military Affairs, which is 
preparing the annual Army appropriation bill and holding 
hearings incident thereto. 

Mr. Thorne was questioned on this subject, and he assured 
the committee members that the War Department was alive 
to the situation and would dispose of the surplus stocks in 
such quantity as not to excite the market. Conferences are 
being held with the representatives of the various industries 
interested in an effort to work out plans for the absorption 
of these stocks. In some lines it may be possible to move 
the goods through representatives of the industries. In 
any event a loss will be sustained. In the case of Govern- 
ment-owned wool, it is estimated that the returns from pub- 
lic auctions will be from $10,000,000 to $15,000,000 less than 
what the Government paid for the wool. 

Perishable goods, said the witness, would be disposed of as 
rapidly as possible but other materials will be held, sold in 
small lots, and in some cases it will be several years before 
the goods are finally disposed of. Mr. Thorne told of the 
goods the Government has on hand and which it is intended 
will be sold, including 2,000,000 pairs of rubber hip boots. 
To throw these on the market at one time would have a very 
telling effect and arrangements are being made with the 
rubber boot manufacturers as to how to thove these. A 
month after the armistice was signed the American Expedi- 
tionary Forces had on hand 2,274,000 pairs of shoes, 9,000,000 
pairs of socks, and other equipment in like quantities. On 
November 11, preparations were under way for feeding and 
clothing 250,000 additional drafted men each month, and 
when the draft calls were suspended, the War Department 
had enough stuff to immediately outfit 750,000 men. 

Mr. Thorne said he did not think it would be necessary 
for Congress to pass legislation providing for the appoint- 
ment of a commission to handle the sale of these surplus 
stores—the War Department is in position to do the work 
itself and without unnecessary confusion. 





Reserve Stock of Army Shoes 


Equipment for Million Men for Two Years 


Washington, D. C.—Figures just secured from the Quarter- 
master Department shows that the Army, at the signing 


of the armistice, had on hand large stocks of clothing,. 


sufficient, according to Brigadier General Wood, acting 
quartermaster general, to provide a reserve supply sufficient 
for two years for one million men, even after disposing of 
as much as can be sold before the end of the current fiscal 
year. 
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On December 1, according to statistics secured by Congress 
for consideration in connection with an appropriation bill 
for the department, there were on hand and still to be de- 
livered on contracts which had not been canceled, the 
following items. 


Pairs 
Onhand Tobe delivered 
RES Oe ee 7,966,787 408,500 
Marching shoes.............. 4,555,904 35,500 
Arctic overshoes............ 1,761,629 225 
Knee boots (rubber).......... 554,565 3,900 
Hip’ boots (rubber).......... 2,419,016 133,000 


“‘The outlook on shoes,’ said General Wood before a 
subcommittee on appropriations, ‘‘appears encouraging. 
I know if they signed the treaty of peace we can very easily 
sell to the enemy governments, there is no question about 
that, and probably get a pretty good price. 

“Even if we make good progress in these sales, at the end 
of a year you will probably have a reserve for two or three 
years for an army of half a million men. For that matter, 
I think it would be good policy to lay aside a reserve of cloth- 
ing for a million men for two years, because I do not think 
you can sell down to that even within one year.” 





Rhode Island Shoe Retailers Meet 


The regular January meeting of the Rhode Island Shoe 
Retailers’ Association was held in Woonsocket. Twenty 
members from Providence and vicinity left that city at 12.15 
and were met in Woonsocket by the local members, who 
had provided a car to convey the party to Millville, where 
the delegation was entertained by the U. S. Rubber Company, 
Messrs. H. C. Wagner, Schlosser, and McLaughlin, acting as 
hosts. Lunch was served in the company’s restaurant, after 
which the guests were shown through the plant. When each 
visitor had. thoroughly absorbed the mysteries of making 
heavy boots, the party was reassembled in the restaurant 
and again served with refreshments. The return trip to 
Woonsocket was made shortly after four o’clock and informal 
calls were made at several of the local shoe stores. 


Meeting at Boucher-Tetu Store 

At six o'clock, the party met at the store of the Boucher- 
Tetu Company, where supper was served and the regular 
business meeting took place. 

F. H. Sherman, manager of the Emerson Shoe Store, Provi- 
dence, was elected to membership. 

D. F. Sullivan of Fall River was the principal speaker of 
the evening. He dwelt at some length on the St. Louis Con- 
vention, and its advantages to the trade. 

Other speakers. President Geo. E. Peirce, E. E. Ballou, 
E. S. Lafayette, B. J. McLaughlin (U. S. Rubber Company), 
D. J. Harkins (Julian & Kokenge Co.), Zotaire Tetu. 

A vote of thanks was extended to Mr. Tetu for his 
hospitality. 

The February meeting will be held at the Regal Shoe Store, 
Providence, invitation of W. W. Monroe, manager. 





Evansville, Indiana, Retail Shoe Mer- 
chant Moves to New Location 


The Sample Shoe Company, under the management of 
Edward Kaplan, will move to new quarters at 422 Main 
Street, about February 15. This company has been in Evans- 
ville for about five years, dealing in a complete line of foot- 
wear for men and women. The store is now located on the 
second floor of the Intermediate Life Building, Third and 
Main Streets. Expansion of business demands the move. 
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Pennsylvania Association Meeting 
Mareh 24 and 25 





JOHNSTOWN, PA. 
CONVENTION CITY 


GET-TO-GETHER meeting of the Johnstown Shoe 

merchants and a delegation of Pittsburgh shoe dealers 

convened at the Merchants Hotel at 8.00 o’clock 
P. M., January 21, with C. J: Mensch, chairman, pro. tem., 
Morris Browdy, secretary. 

The following were in attendance: 

C. J. Mensch, secretary Penn. Shoe Retailers’ Associa- 
tion, Pittsburgh; Edward J. Freas, Johnstown; Louis Beigel, 
director Pittsburgh Shoe Retailers’ Association, Pittsburgh; 
C. J. Heagy, Johnstown; W. L. Metcalfe, Johnstown; 
Claude J. Jones, Johnstown; Albert F. Wedmann, Johnstown; 
Morris Browdy, secretary Pittsburgh Shoe Retailers’ Asso- 
ciation, Pittsburgh; Julius W. Neuwahl, Johnstown; C. P. 
Pannebaker, Johnstown; Albert J. Schmidt, president 
Pittsburgh Shoe Retailers’ Association, Pittsburgh; William 
S. Gardner, Johnstown; Thos. M. Sweeney, Johnstown; 
C. E. Weyans, Johnstown; C. E. Kearns, Johnstown; 
Christian Ludebuehl,. president Penn. Shoe Retailers’ 
Association, Pittsburgh. 

Mr. Mensch called the meeting to order at 8 o’clock and 
outlined the objects of the Pittsburgh delegation in coming 
to Johnstown. He further announced the coming of the 
State Convention to Johnstown, March 24th, and 25th 
and asked for an expression of the Johnstown dealers, who 
all pledged their support to make the Johnstown Convention 


a success. 
To Protest Sales at Cost 


Mr. Mensch in citing the need of an association mentioned 
the one problem confronting the dealers—the sale of shoes 
by Steel Mills at cost. He asked the Johnstown dealers to 
get-to-gether and boost the coming convention, and assured 
them of not only the moral support but also the promise 
of the sum of $150.00 to make the convention a success. 

Wm. S. Gardner was named general chairman of the 
Convention Committee. ; 

C. J. Heagy, secretary. 

C. E. Kearns, treasurer. 

A. F. Widmann, chairman of Reception and Credential 
Committee. 

Thos. M. Sweeney, chairman of Entertainment Committee. 

C. P. Pennebaker, chairman of Program Committee. 

Julius Neuwahl, chairman Publicity Committee. 

In order to make the convention a success Mr. Mensch 
suggested that the different committees meet at least once 
a week until the convention. 


Big Wave of Enthusiasm 


Christian Ludebuehl said that it was essential that every 
dealer become a member of the State and National Asso- 
ciations for the reason that we cannot tell what might have 
happened to our craft during the war period if our craft 
had not been organized, and he hoped that Johnstown 
would organize and attend the meetings. 





FIRST MEETING 
INDICATES SUCCESS 


C. J. Heagy was much enthused and said he would like 
to see all present attend future meetin. and in addition 
bring a new member each time. 

Wm. S. Gardner, the newly elected cntaiisin asked for 
co-operation of the Johnstown dealers, a regular and ful} 
attendance at each meeting, in order to make the State 
Convention a grand success. 


What Merchants Said 


C. E. Kearns proclaimed. his intention of attending all 
future meetings and promised his moral and financial sup- 
port toward the State Convention. Thos. Sweeney, manager 
of Zangs’ Shoe Store, stated that his firm was interested 
in an organization, and that they also would help make the 
convention a success. 

Albert J. Schmidt, president of the Pittsburgh Association, 
spoke of the “Shoe Craft and the Need of an Organization.”” 
A. F. Widmann, C. P. Pennabaker, and C. J. Jones all pledged 
themselves to lend their efforts in making the State Con- 
vention a royal success. W. L. Metcalfe cited the good- 
fellowship existing among the dealers in Pittsburgh and he 
said that he hoped the same feeling could be spread among 
the dealers in Johnstown. Louis Beigel of Pittsburgh 
prophesied that the Johnstown Convention would be the 
best convention ever held in the state. C. J. Mensch told of 
the good accomplished by the Pittsburgh Association, 
of which he mentioned the innovation of a Clearing House 
Committee. . 


Central Clearance of Short Lines 


Committee to Solve Clearance Problems 


Pittsburgh—The Pittsburgh Shoe Retailers’ Association 
enjoyed a pleasant hour getting better acquainted, smoking 
Pittsburgh’s famous stogies, and eating a buffet lunch 
served by the Walk-Over Club of the Lazarus Mensch 
Company, at their main store,‘243 Fifth Avenue. 

This was the largest turnout of shoe merchants for some 
time past, seventy-three being present. The co-operative 
spirit seems to prevail among the shoe dealers here, made 
evident by the fact that Monongahela, Vandergrift, Apollo, 
Greensburg, Butler, Homestead, McKeesport, East Liberty 
and Wilkinsburg were all represented at this gathering. 

Several new members were taken into the association 
and the treasurer reported a cash balance on hand. 

Jack Kennedy, manager of the Jos Horne Company shoe 
department, gave a very enthusiastic talk relative to the 
formation of a Clearing House located in the central district 
for the purpose of disposing of short lines of shoes. He 
said for instance: “We all make bad buys some times and 
it is more than probable that I have shoes on my shelf that 
you could sell to advantage and you have shoes that I could 
dispose of. Such being the case I will send to the Clearing 
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House a list that I wish to dispose of and at the same time 
giving a list of what I can use. These exchanges to be made 
at cost values. Much time was given to the discussion of 
this subject with the result that a committee was appointed 
to work out same in a concrete form and present it at the 
next meeting for action. 

P. W. Hamilton, manager of the shoe department of the 
Rosenbaum Company, who met with a serious automobile 
accident a couple of months ago, is in much better condition 


and will be able to leave the hospital in a couple of weeks.’ 


Active Work by Merchants 


Christian Ludebuehl gave a very graphic description of 
the St. Louis Convention, speaking only on the most inter- 
esting points, and urging better work of the Membership 
Committee, for “In Union There Is Strength,” as has been 
manifested in the past year by our craft. 

C. J. Mensch gave a report as to the action taken at the 
National Convention on the resolutions passed by the 
Pittsburgh Shoe Retailers’ Association’ referring to the sale 
of shoes to mills by manufacturers, they in turn selling 
to employees at practically cost. He stated that the com- 
mittee appointed at the National Convention, composed of 
Mr. Orr of Cincinnati, Mr. Scates of Boston and himself, 
had exchanged several letters and were working with a 
determination to put an end to this unjust and unfair 
practice of merchandising. 

A. A. Guinivan of the Queen Quality Store brought forth 
the subject of a correspondence school for shoe clerks, 
stating the advantages to be gained by the clerk as well 
as the proprietor of the store. Much discussion followed 
and Mr. Guinivan was appointed as a committee of one 
to bring this subject up at the next meeting. 

The following directors were elected: W. L. Anderson, 
Morris Browdy, J. D. Ranney, C. J. Mensch and J. B. 
Morrison. 

At intervals during the meeting Frank Meyers, a brother- 
in-law of President Albert J. Schmidt, entertained by vocal 


solos. 





Appreciation of St. Louis Convention 


By FRANK P. MEYER 
Secretary-Treasurer National Shoe Retailers’ Assn. 


We must admit it was the biggest, best and most enjoy- 
able trades convention of any age. The shoe men and the 
officials of St. Louis demonstrated that they were peers 
of all men in initiative and execution. 

The personnel of the participants of the convention was 
exceptional for intellectually and high grade Americanism. 
It was a privilege and an honor to be ranked as one of them. 

I feel intensely the honor these men conferred upon me 
and take this opportunity of publicly thanking them. I 
shall make every effort to prove I am their worthy servant. 


. Greatest Convention to Date 


I repeat, this was the greatest convention ever. I want to 
impress that upon the minds of the men who were not there. 
I want to repeat it so often and elaborate on it so much that 
every shoe dealer in the country will attend the next one. 

It was a remarkable convention in all ways; about three 
thousand shoe men were interestedly attentive at most 
sessions. Its business importance is proved by the bigger 
men of the business considering it important. They were 
all there. 

The high intelligence of the attendance was manifest 
in the complete harmony which permeated every meeting. 
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All were bent toward one objective—the betterment of 
the organization. The optimism which insures success pre- 
vailed throughout. 

The sessions program was concisely educational. The 
articles read and the speeches made were terse, but entirely 
comprehensive. No words were wasted on padding; the 
sessions were strictly business affairs. Among the new 
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features were the round table talks, and these will probably 
be permanent Chautauqua features of the future. 

This big meeting was a great expression of the apprecia- 
tion of the value of organization. It was a great ovation to 
the officers and members, who worked so hard for the benefit 
and security of our business during the war. 





‘ Contract for Gym Shoes 
Marine Corps Wants 25,000 Pairs 


Washington, D. C.—The Quartermaster Department 
Marine Corps, has advertised for bids, to be opened by the 
Depot Quartermaster in Philadelphia on February 6, for 
25,000 pairs of high gymnasium shoes, manufactured in 
accordance with the new specifications adopted January 2. 

The shoes are to range in size from 5 to 12, in widths 
D and EE. They are to be made and finished in accordance 
with the Government standard sample, which will be loaned 
to bidders upon application. 

All shoes are to be made on Government standard lasts 
and cut by Government standard patterns, which will be 
loaned to the contractor, transportation both ways being 
borne by the Government. 


Rubber Heel Club of America Elect 
Officers 


The Rubber Heel Club of America, at its annual meeting 
held at the Yale Club, New York City, elected the following 
officers: president, Robert H. Cory, O’Sullivan Rubber Com- 
pany; secretary, Geo. H. Stetson, Elastic Company. The 
directors are: R. H. Cory; C. H. Oakley, Essex Rubber 
Company; Charles Measure, Federal}Rubber Company. 
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The Traveling Salesman’s Relation to 
the Retail Merchant | 


By WILLIAM COHN, Missouri Representative, Harsh & Chapline Shoe Co. 


HE primary and chief reason for any man being in 
any business is to make a livelihood for himself and 


those dependent upon him and to provide a fund 
sufficient to assure this end when his days of activity are 
past. 
This applies to the traveling salesman as well as to the 
merchant. It is the duty as well as the privilege of each 
to work toward the betterment of each. To co-operate 
with each other so both may be more prosperous, more happy 
and more content. To merely take the order of a merchant 
for a certain number of pairs of shoes and then go to the hotel 
and_figure up the commission in dollars and cents is not 
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salesmanship. It is merely order grabbing, if indeed it should 
not .be,characterized by a more harsh name. 


The Contact Man of Industry 

The ‘first and foremost duty of a traveling salesman is 
to sell himself on his line. To know each and every shoe 
in his line so intimately that he can answer any reasonable 
question that the merchant may ask. To be convinced that 
the merchant can not buy better shoes of anybody else at 
an equal price. If he is not so convinced he is not playing 
fair with the merchant nor is he playing fair with himself. 
He is not thoroughly sold on his line and therefore can not 
successfully sell it to anybody else. 


Everybody a Salesman 

Every man in the world is a salesman, that is, he has 
something to sell; the preacher, the doctor, the politician, 
the laborer—no matter what a man’s calling he has something 
to sell and if he is not thoroughly convinced that his par- 
ticular brand is the particular brand the customer should 
buy he is badly handicapped and cannot be a genuinely 
successful salesman nor can he serve his customer to the 
extent of which he is deserving. 


The traveling salesman should be familiar with the busi- 
ness of the retail merchant to whom he expects to sell his 
goods. He should know the class of customers the merchant 
has to serve and thereby guide the merchant in making 
selections of merchandise that will sell out clean and yield 


a profit. 
The Man with Ideas 


Every merchant welcomes suggestions from the traveling 
salesman provided the suggestions have merit and ring of 
sincerity. 

Many a salesman has gotten in bad with what would 
otherwise have proven a valuable customer and friend by 
making unnecessary promises that could not be fulfilled on 
his part or on the part of his house. 

On the other hand the salesman who sticks religiously 
to the truth; who presents the information asked for in a 
clear convincing way; who promisies only what he and his 
house can conscientiously and legitimately live up to, will 
win customers and friends who will stick to him through 
thick and thin and he will never have to go begging for 
business. 

Tell the Actual Merits of Shoes 


A great many salesmen make the mistake of following 
the line of least resistance; of talking up a cheap, low grade 
shoe in such a way that the merchant will expect more from 
it in wear and service than it is built to give or can be ex- 
pected to give to the ultimate consumer. 

A low grade shoe is never any too good and it is much better 
where it is necessary to sell such a shoe to give the merchant 
a plain, frank statement of just about what he may expect 
from it. 

Overdrawn pictures and exaggerated statements will never 
build a solid, substantial business; while some goods can 
be sold every season in this way, business that a salesman 
expects to hold can not be retained on such principles. 

A large part of my business is in small towns; many of 
my best and most consistent customers being general 
merchants. 


The Merchant Who “‘Doesn’t Know Value’’ 


These merchants buy many other lines besides shoes and 
consequently are not experienced shoe buyers as are the men 
in the big exclusive city stores who do little but study styles 
and values. Few of them know how to dissect a shoe to 
determine its real value and merit. They are interested in 
knowing at what price the shoe can be sold so it will give 
value received for the money the consumer pays for it. The 
salesman.who thoroughly knows his line can honestly supply 
this information and at the same time show the merchant 
what his gross profit will be. A merchant sold on this basis 
will always stay sold and his business will be waiting when 
the traveling man gets there next season. It never pays 
to overload a customer; it does pay to show him how he 
can concentrate on a few lines, how he can buy fewer styles 
and more pairs on the good selling sizes and by so doing 
increase his volume and have less odds and ends. 

In other words do what is right all the time; be “‘An honest 
to God salesman” and do for the merchant just what you 
would expect him to do for you were your positions reversed. 
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Stories of the Road 


An Experience in the Early 30’s 


By R. L. PRATHER 


Northern Arkansas that had no railroads or telegraphs. 

Neither were there any banks or money orders. Mer- 
chants kept their money in crude safes or carried it on them 
in belts or shot sacks. They bought shoes from the traveling 
man who came to see them in a spring wagon or heavy 
buggy. After the shoes were bought the bills owing were 
brought out and the merchant paid the salesman taking his 
receipt. 


] N the early 80’s there was a wide stretch of country in 


Suspicious of Registered Mail 


It was a wild country, sparsely settled, and inhabited by a 
rough class of settlers. They were honest, however, and 
highway robberies were unknown excepting when some 
bandit strayed into the country from the outside. Many 
salesmen have carried thousands of dollars safely from town 
to town until a bank or express office was reached. Few if 
any of the merchants would entrust their remittances to 
registered mail. They were suspicious of the mail carriers 
and the fact that good sound currency was put into an en- 
velope to be sent many miles in a sack. They preferred to 
pay the man from whom they bought. 


Almost Unbelievable 


An old timer told a story of himself that was laughable at 
that time although it is almost unbelievable now. He had 
driven many miles to sell a bill of shoes to a merchant at a 
small town away off in the Ozark Mountains. Arriving 
there he found a large assemblage of native mountaineers who 
had been called together to attend some sort of a political 
meeting. Many of them were loafing around the store. 
Some of them were hard looking persons with large pistols 
and guns of various sizes conspicuously displayed. 


The Salesman and the Money 


The salesman took the order and the merchant paid him 
for the last bill of goods. The amount was something like 
two thousand dollars. He put the money in his bag and set 
it in the buggy under the seat. Several of the natives wit- 
nessed this act. Half a dozen of them were standing around 
watching the “city feller’’ when the transaction was made. 
Let the salesman’s own story now be repeated as nearly as 
the writer ean recall it: 


The Salesman Talks 


“I was a little scared by the guns and the promiscuous way 
those mountain fellows had of shooting their firearms into 
the air. There was a great deal of corn liquor about. They 
were all feeling pleasantly exhilarated. When the merchant 
paid me that money they looked as if their eyes would pop 
out of their heads. Some of them had never seen that 
much money in their lives. 

“Just before I started on my journey to the next town I 
remembered that I had no chewing tobacco. Being addicted 
to the weed I bought two plugs of Star and put them in my 
ae with the money. Several of the natives witnessed 

at. 


“I drove away with some misgivings. Just before starting 
I had noticed several of the men leaving just ahead of me. 
They looked back and I recognized some that had been 
standing near when the money was paid to me. They were 
soon lost to sight in the thick forests. I had driven perhaps a 
mile when suddenly three of them sprang into the road ahead 
of me and motioned for me to stop. I was genuinely scared. 
I had half a notion to try running away. I had a good pair 
of horses in front of me. I might make my getaway. But 
while I was debating in my mind one of the men took hold 
of the bridles of the team and another came up and asked 
me to hand out that bag. 


A Highway Robbery? 


“I had visions of two thousand ‘dollars vanishing. I 
believed that I was to be the victim of a highway robbery. 
But when they had the bag in their possession they opened 
it and took out the plugs of tobacco!! The money was 
untouched ! ! 

“To make this story believable I must say that: plug 
tobacco was a rare treat to those men. They raised tobacco 
on their little hillside farms, but to have a chew of real 
plug was a luxury.” 


The Weed More Valued Than Lucre 


a was reliable and truthful and while present 
d e may doubt this narrative it was vouched for by 
a man who was entrusted with many thousands of his firm’s 
money. 

He added that he was mighty glad to see those rough 
mountain men bite off voluminous chews and walk away 
into the woods. It was a relief to see those bills and that 
gold still snugly tucked into the traveling bag where it was 
as safe asina bank. Arriving at the next big town the money 
was remitted to the house and the story of the ehewing 
tobacco was written. 





Emerson Shoe Company 
Appoints Joseph B. Estes Advertising Mamager 


Joseph B. Estes for a year in the employ of the Emerson 
Shoe Company of Rockland, Mass. has been appointed Ad- 
vertising Manager, a position held for many years by Forrest 
N. Vincent, who died last Fall. The Emerson Company 
has a chain of twenty-five stores, to say nothing of the un- 
allied shoe merchants who are distributors of this factory’s 
products. 

Close Dealer Co-operation 


Close dealer co-operation is a policy of the firm to which 
Mr. Estes will devote much time. This service embraces 
advertising in daily newspapers and the preparation of sup- 
plementary matter for general distribution. Mr. Estes was 
for one and one half years with the Hurley Shoe Company of 
Rockland and is well equipped with shoe manufacturing and 
merchandising knowledge for his new position. 
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Busy and Quiet, High and Low 


The leather market cannot be de- 
scribed as a whole as being either busy 
or quiet. Neither can it be termed 
firm or easy. The fact is that some 
kinds and qualities are scarce, in good 
demand and high, while others in light 
call fair to good supply, and being 
offered at concessions to induce pur- 
chases. While this pertains more espe- 
cially to upper stock, it is to a less ex- 
tent true of sole leather. Tanners gen- 
erally are of the opinion that with hide 
prices and labor demands, leather will 
cost more later and the majority of 
them are well satisfied with the present 
domestic demand, which, in the main, 
is for small lots, shoe manufacturers, 
as a rule, being satisfied to buy mainly 
as needed, rather than purchase far 
ahead of actual day to day requirements. 
There are dealers, however, who have 
sufficient faith in their prognostications 
of the market to pick up sizable lots 
where they can buy to advantage, and 
hold for future sale, believing that such 
speculations must turn to their advan- 
tage. Besides this, there is a goodly 
amount of leather being bought and 
stored until the opportunity comes to 
ship to European ports. The new, 
reduced transatlantic shipping rates, 
announced the first of the week, do not 
give leather quite as heavy a reduction 
as some other classes of merchandise, 
but are attractive, being $1.25 per cubic 
foot of space occupied, or 1 per cent 
ad valorem. Exporters are not so 
much interested in the rates as they are 
in the chance to ship, and with space 
available a large export business is 
going to be certain. Therefore, this 
summary justifies the statement at the 
head of this article that no one term can 
describe conditions or prices of the 
leather market today. 


SOLE LEATHER 


Steady, Moderate Sale for Export 
and Home Cutting 


‘Shoe manufacturers are buying sole 
eather as a rule not heavily, but in 
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moderate amounts. Large quantities of 
sole leather are being held for export, 
yet more is being sold. It is expected 
that shipping facilities will improve 
soon, in which case advances are pre- 
dicted. Dry hide hemlock sole is very 
firm in heavy weights, quoted at 48, 
46 and 43c, with middle and light 
weights running about lc under these 
prices. Union sole in good request, 
especially cow backs in light and middle 
weights, quotations being from 63 to 
70c. Steer bucks steady at 69 to 73c. 
Oak backs and bends are in moderate 
supply, much having been bought and 
held for export. Packer hide backs held 
at 77 to 80c for No. 1. Bends quoted 90to 
96c for prime tannages. Lower grddes 
can be bought at correspondingly lower 
prices. Belting butts have sold well for 
export, large amounts being needed in 
France, No. I butts are now quoted at 
95c, witht Nos. 2 and 3 held at 93 and 
87c respectively. No marked change 
noted in the offal situation. Consider- 
able sold for export. 


UPPER LEATHER 


Some Lines Scarce and High, Others 
Otherwise - 


The foreign demand for upper leather 
has been mentioned at the head of this 
réport. Calf and kid leathers are strong 
because of the demand, and also because 


of the high cost of the raw skins. These - 


two factors also make for a better call 
for side leathers. Manufacturers who 
have been buying piecemeal and holding 
off in hopes of securing lower prices later 
are now faced by a stiff market several 
cents higher than they could have pur- 
chased at earlier. Calf leathers are 
fully 8 to 10c higher than six weeks ago. 
Colored calf is selling at 73, 71, 68, 
while some suede lines, black and colors, 
are held at 85 to 90c. Black, heavy 
skins are still being bought for Navy 
shoes. Light snuffed colors quoted at 
68, 66 and 64c. Colored kips have ad- 
vanced 2c and are now 50c. The calf 
situation makes a better call for side 
leathers, selling from 43c down. Some 
chrome retan is moving at 33 to 35c. 
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Wax splits are not in heavy supply, but 
demand expected from abroad Las not 
yet shown itself. Flexibles show good 
sales and are far from plenty. Patent 
sides are in good domestic req::est for 
finer grades, and some call for export of 
all grades with prices steady. Glazed 
kid has advanced, top grade black being 
quoted 70 to 72c,"while in colors still 
higher prices are demanded. Tanners 
predict heavy shortage shortly, because 
of lack of transportation from primary 
points of ‘raw skins. Sheep leathers 
show better demand for white and colors 
than for black. 


HIDES 


Quiet Market Waiting End of 
Government Control 


The Boston market is less active 
than a week ago. Tanners claim that 
prices are held unreasonably high, and 
as a rule are not buying, except ex- 
tremes, which are still in good demand, 
with quotations varying from 23% to 
25c for Ohios. Buffs are in light request 
and held at 20%c. Southerns in fair 
supply, but sales few and light. 

The Chicago packer hide market has 
been quiet all the week. Today ends 
the Government rule on hides, and the 
week has been a wa'ting one, though 
some fairly large transactions have been 
put through. Heavy hides are well 
sold up. Sales have all been made at 
maximum. Country hides not selling 


‘except extremes or where buffs have 


been included with extremes. Buffs, 
with extremes, quoted at 1914 to 2lc. 
Extremes 24 to 25c. Chicago city 
calfskins are now strong at 50c and 
some asking 55c, while predictions are 
that they will go higher. Packers are 
quoting 60c. Country skins . quoted 
42 to 45c. City and packer kips held 
at 35c. 

Foreign dry hides are very generally 


held at shipping points at higher prices 


than Government maximums here. 
Every foreign market is high, and little 
trading is being done here and a similar 
report will answer for wet-salted 
hides. 
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They, didn’t com. 
plain a great deal — 
when this hap- 
pened totheirshoe 
linings after a few 
weeks’ wear. They 







- shoe. lining that 
would do. “away 
: with all this trou- a 
ble and discomfort 

as | and would “also = 
| keep the shoe in ae 
; shape and make it aot 
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—BECAUSE—. ""™" 


Now that they sie that there is ‘such a thing asa alin fining that ol 
seldom wears out before the sole, watch them call for it, and WATCH < | 
THE ENTERPRISING SHOE DEALER REAP THE BENEFIT. = 
 “Red\wwedw for your regular. grades | of men’ s and 1 women’ 8 shoes. gi cae 

- SPuahur'Wean Proof (moisture repel ent). for your extracha ird-sery ae OF 


or 





had become red 
signed to it, am 

thought it was a 
sort of necessary 


evil, % . ; 
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Driving the Foot. 


HE desire for and the need of comfortable, efficient feet is grow- 
ing by leaps and bounds. Nineteen-nineteen will hang up a new 
record for increased sales over the sales of any preceding year. 


In order to make this prediction a stern reality, we have planned and 
have placed in operation the most comprehensive, far-reaching 
business building advertising campaign ever attempted in the 
foot comfort field. 


Full pages, half pages and smaller copy will be used, month after 
month, without cessation or interruption in such well-known and 


dominating p ublications sais Satur day Evening Post Literary Digest 












Cosmopolitan Ladies’ Home Journal 
Everybody’s Women’s Home Companion 
American Magazine Christian Herald 


THE SCHOL 


Largest Makers of Foot 


213 W. SCHILLER ST. 
CHICAGO 


TORONTO | 
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The copy will drive home as never before the fact that thousands of 
shoe dealers have been trained in Practipedics, that the Foot Com- 
fort Store is the place to go for foot comfort and correctly fitted shoes, 
and that such shoe dealers and department stores are rendering their : 
communities a valuable service and deserve the public’s patronage. | 


With your hearty coer and with this intensified advertising 
campaign, reaching millions of readers each month, back of you, you 
are bound to “cash in” handsomely on 1919 Foot Comfort Business. | 


If you have no Graduate Practipedist in your store, if you have not as 
as yet installed a Foot Comfort Department, and if you are not carrying 
a full line of Dr. Scholl’s Foot Com- 
fort Appliances and Remedies, write 
to us today for new illustrated cata- 
log and other valuable information. 


L MFG. CO. 


Appliances in the World 


339 BROADWAY 
NEW YORK 


LONDON 
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Keep This Page 
More Coming 





Advance Notice 
Number One 


WHERE SHOULD WE RESERVE 
A PLACE FOR YOU? 



















Our new plant 


will be putting out S ALES should be on the jump about March 
overs , —— 15th—that’s the way most of us are figuring. 
old factory will give So our new distribution will go into effect just when 


about 4500 pairs it is most needed. : 
daily. Between the Although we expect a big supply of stock shoes, we 







two we should be “ ° 
cls tag ahil ail think we have a good plan for your protection. 
business. Drop us a line at once telling us just when you will 









need shoes. We'll put your name on record and 
give you first chance to make a selection. Hun- 






































The leath kel . e ° ° oe 
vaniadigitaanien dreds have already done this which is sufficient 
up. evidence of the way retailers feel towards our mer- 
ye Ragga - chandise and selling methods. 

4 s e e + 
worker will not Equally important is the need to let us know that 
change. Who was 
peg stg you want our man to call for factory make-up 
por elle iaaal orders. They try to visit every city or town but 
willl sometimes in traveling, handicaps may interfere in 

getting to you when you are ready. Give us a 
ae definite idea. We'll do the rest’ 
ts ) . 7 . 

PR ape What we have in mind is to prevent any merchant 
sell our shoes stick i : ~ i" 
fo them every sea- from feeling he didn’t get a fair chance to buy 
son. If you want enough of our line. Every day brings out the fact 
lo know why get . . 

irony ss. ll that there is a most healthy and growing demand 
pai on your own 
feet. They look for shoes that are made 
gemma ial Unbranded in Brockton by the 





ler. 




















Diamond $foz- 


HOME OFFICE AND SALESROOMS 
196 CHURCH STREET, NEW YORK CITY 












OUR STOCK DEPARTMENT 


- Will Be Complete About 
March 1 










Spring and Summer, 1919 
Should Reach You March 1 





| NEW CATALOG | 
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Ht si oes and shppers 


AC wo OF FELT FOOT- 
WEAR THATZIS ATTRACTIVE IN ITS 


IN ITS HIGH QUALITY STANDARD — 
THAT IS PROFITABLE FOR 
THE MERCHANT. TO HANDLE 


OUR SALESMEN ARE 
NOW SHOWING THE 
' NEW LINE FOR 1919 


DOLGEVILLE FELT SHOE CO. 
DOLGEVILLE, N. ¥. 





STYLE APPEAL— THAT IS RELIABLE | ; 
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Restrictions Are Forgotten 
The Lid Is Off ! 


The trenches in Flanders are empty and it is no 


longer necessary to keep supplying the boys “over 
there” with U. S. “Protected” rubber boots. 


So, instead of making trench boots almost exclusively as we 


have been doing, we have reverted to our before-the-war manu- - 


facturing program, and will soon make up the shortage 
that exists in the supply of heavy-service, double-duty U. S. 
“Protected” rubber footwear. 


Uncle Sam has furnished ‘‘our boys’ with the best rubber 
boots that money can buy, and in both the Army and Navy, 
there probably are as many U. S. “Protected” rubber boots 
as all other brands combined. 


Complete Your Stock. 
People Need Rubber Footwear 


Outdoor workers everywhere recognize the dollar-for-dollar 
value of “U. S.” quality. It means rubber boots of the 
sturdiest construction, reinforced where the wear is greatest, 
yet entirely comfortable. 


Every pair of U. 8. “Pro- manufacturer in the world. 


tected” rubber boots bears 
the “U. S. Seal”—trade 
mark of the largest rubber 


sign of safety in purchas- 
ing rubber footwear. 





United States Rubber Company 


New York 











Millions look for it as a ° 
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Weekly 


BOOTS AND SHOES 


Trade Behind Normal in Many 
Sections 


Many parts of the country were en- 
tirely denuded of snow last week, the 
principal precipitation being in the form 
of rain. The January thaw in some 
places included nearly the whole month, 
but during the present week some locali- 
ties have been favored with snow falls, 
or heavy rains. 

Taken as a whole, the Winter, so far, 
has been unfavorable to the sale of foot- 
wear, for while some sections have had 
considerable snow, these are more nu- 
merous in sparsely-settled sections than 
in the thickly populated ones. That 
Spring is near is the optimistic opinion 
of some people, but shoe dealers are 
hopeful that such is not the case. 
Those who put their faith in signs will 
note carefully that tomorrow is 
‘*Ground-Hog Day,” and if the day is 
fair and bright, they will look for six or 
eight weeks of Winter weather; though 
if the day is dull and grey, they will 
claim that Winter is over. However, 
more than one Winter, which has been 
as open as the present, has been more 
severe in late February and early 
March than have other Winters which 
were severe earlier. That there is going 
to be seasonable weather for selling 
rubbers is the general belief of the shoe 
trade, ground-hog or no ground-hog; 
sun or shadow. 


TENNIS LINES 


Early Spring Deliveries Being 
Prepared For 


The manufacturers are pushing their 
factories to get out the tennis lines 
ordered for February and March de- 
liveries. Menwhile some late orders are 
being received, especially for the finer 
lines of specialties which are being ex- 
ploited by the manufacturers, some of 
whom have outlined extensive advertis- 
ing in publications of national circula- 
tion to popularize their goods. That 
the coming Summer will be a fine tennis 
Summer is predicted by all who have 
studied the situation. 

















The Rubber Realm 
Market Review of Rubber 
Footwear, Supplies and Prices _ 
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CRUDE RUBBER 


Prices None Too. Strong, with 
Demand Moderate 

While spot rubber is by no means 
overplenty, demand is slow, and holders 
have shown sufficient anxiety to sell, to 
offer concessions in hopes of moving 
sizable lots. The drop in prices in the 
Far East has had the effect of restricting 
sales and quotations have receded. 
Another cause for quiet demand is the 
uncertainty as to the future call for 
various lines of rubber goods, owing to 
the somewhat different opjnions as to 
general trade, as well as that specifically 
in rubber goods. Tire men are not 
unanimous in their estimation of the 
outlook, and rubber footwear manufac- 
turers would be glad to have seen more 
wintry weather during the three months 
just past. 

With this quiet demand, prices both 
spot and forward have declined some- 
what. Paras are now about lc lower and 
plantations show 1c decline from last 
week’s quotations. Should the demand 
increase to any heavy extent, however, 
it is entirely within the bounds of prob- 
ability that these declines will be made 
up, and possibly prices may go even 
higher than those of a month ago. 

We quote today’s spot prices: 


Upriver fine para.............. $0.5914 
DA RS 55 5 oe son 
Upgeivet C6680. 65). 25550502.50%: 35 
FulR GOMOD S65 ois cgi oe Sek none 
Caucho ball upper............ 34 
Caucho ball lower............. mone 
Camm ooo otieeks fast eeaes 24 
First latex pale crepe.......... 52% 
Smoked Ghee... ., 668 6.ciccdcae 51% 


DOGO GROG. 6585 is wes 0s 46 
Centrals and Mexicans.... 37 to 39 
Guayule (20 per cent moisture). .35, 
Guayule washed and dried..... .47 


SCRAP RUBBER 


No Improvement Shown in Demand 
or Prices 

The scrap rubber market continues 

quiet, even to dulness. Early in the 

week endeavors of the collectors to ad- 

vance prices a little, met with no re- 

sponse from the metropolitan dealers, 


et. | 
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who affirm that reclaimers are indiffer- 
ent buyers at present rates, and show 
not the slightest disposition to trade, 
even for large lots at any advance over 
last week’s ruling figures. The collec- 
tors, who have been looking for better 
demand long ere this, are said to be 
carrying good-sized stocks, which dealers 
believe will have to be unloaded soon, or 
carried longer at aloss. Such being the 
case, collectors are by no means anxious 
buyers, and their offers for small lots 
are undoubtedly at a wider margin from 
the following prices, which are dealers’ 
buying prices from collectors. 

Boots and shoes: Boston, $7.90 to 
$8.10; New York, $7.75 to $8.00; Phila- 
delphia, $7.65 to $7.90; Chicago, $7.25 
to $7.35. 

Trimmed arctics: Boston, $6.00 to 
$6.50; New York, $6.00 to $6.25; Phila- 
delphia, $6.00 to $6.15; Chicago, .$6.00 
to $6.40. 

Untrimmed arctics, $5.00 to $5.50; 
New York, $5.00 to $5.25; Philadelphia, 
$5.00 to $5.15. 


Footwear. Division of the Rubber 
Association of America 


The following is the personnel of the 
newly organized Footwear Division: 
George H. Mayo, chairman, United, 
States Rubber Co., New York City; 
Francis S. Dane, vice-chairman, Hood 
Rubber Co., Watertown, Mass.; Harry 
S. Vorhis, The Rubber Association of 
America, New York City; Hugh Bul- 
lock, Converse Rubber Shoe Co., Mal- 
den, Mass.; Robert S. Emerson, Narra- 
gansett Rubber Co., Bristol, R. 1.; A. S. 
Funk, La Crosse Rubber Mills Co., La 
Crosse, Wis.; W. G. Hill, Apsley Rub- 
ber Co., Sees, Mass.; T. W. 
Dowell, Goodyear Rubber os Middle- 
town, Conn.; L. T. McCollum, Misha- 
waka Woolen Manufacturing Co., 
Mishawaka, Ind.; Francis R. McKenna 
Bourn Rubber Co., Providence, R. I.; 
Ted Nicar, Firestone Tire & Rubber Co., 
Akron, Ohio; George W. Prall, Lam- 
bertville Rubber Co., Lambertville, N. 
J.; J. A. Rishel, The B. F. Goodrich 
Co., Akron, Ohio; L. C. Warner, 
Beacon Falls Rubber Shoe Co., Beacon 
Falls, Conn. 
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IN STOCK 
USrrect Dodg e 


FOR ALL OCCASIONS 
“QUALITY DESIGNS FOR ALL TIMES” 








Remember we are 
specialists in 
Party Shoes of 





all kinds 
Never were Party 
—H B Kid, 6-eyelet Ox- i , 
Zend 1eS Fal Couts Veco” $5.0 Shoes in greater ives Onto Rete Das 
230—Same in Patent Leather. . .$4.00 demand 


We are ready to 

help you from our 

many styles now 
in stock 


Each and every 
shoe is made in 
accordance with 
our well-known 
high standards 


Our Silver and 
Gold Slippers are 











warranted oe 235—Patent Opera, Full Louis 0 

sedan: 236—Gun Metal Cai Opera, Full 

212 — Patent Opera, 12-8 Leather ee aa ere $4.00 
OE ccccces settee tees eet eeees $3.40 262—Color 18 Brown Calf Opera, 
218 — Dull Calf Opera, 12-8 Leather ‘ . Pointed Toe, 24-inch Full Louis 
POON cc cckdesseecaddeessecewes $3.40 PTS ee yee 8 t ER ee on - $4.25 





4 Nathan D. Dodge Shoe Co. 


Newburyport, Mass. 





Boston New York Philadelphia Chicago - 
183 Essex St. 130 W. 42d St. 600 Denckla Bldg. 20 W. Jackson 
Bush Terminal Bldg. Blvd. 
San Francisco Montgom 
417 Pacific Bldg. 20 Geieee i 
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Philadelphia Shoe Travelers 
Meet 


’ The annual meeting of the Philadel- , 


phia Shoe Travelers’ Association was 
held on January 17 in the Parkway 
Building at 8 P. M., President Schoell 
being in the chair. There was a very 
good attendance at the meeting, and the 
proceedings were very interesting, the 
reports of the delegates who attended 
the National Convention arousing 
much enthusiasm. 

The election of officers for the year 
resulted as follows: 

President, Arthur Raphael of Nahm 
Brothers; first vice-president, I. Frank 
Oberfield of F. M. Hoyt Shoe Company 
in Philadelphia; second vice-president, 
R. W. Franklin of Charles Gibbons; 
third vice-president, Burt B. Davis of 
E. P. Reed; secretary and treasurer, 
James L. Scanlan re-elected. The mem- 
bers of the Board of Governors are 
Joseph Schoell, Arthur E. Earl, Albert 
W. Mealey, Paul S. Lippincott, Jr., and 
William F. Schoell. 

Following the election, a general dis- 
cussion was held on plans for the annual 
banquet at which the suggestion was 
made that the banquet be held jointly 
with that of the Philadelphia Shoe Re- 
tailers’ Association, to take place some- 
time in February. The need of a per- 
manent headquarters and club room 
was urged and a number of views as to 
how best to obtain this were expressed, 
but no action was taken. Following a 
general discussion on matters of interest 
to the members, the business meeting 
adjourned and the remainder of the 
evening was given over to a luncheon 
and the enjoyment of several musical 
features. 


Murray H. Gleason, Missouri Rep- 
resentative for Lunn & Sweet 
Shoe Co. 


Murray H. Gleason. Missouri Repre- 
sentative for Lunn and Sweet Shoe Co., 
Auburn, Maine, expects shortly to 
start on his trip through Missouri terri- 
tory in the interests of the “Sweet 
Sally Lunn”’ line of turns and welts. 

Mr. Gleason was formerly with the 
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MURRAY H. GLEASON 


Missouri Representative for Lunn & 
Sweet Shoe Co. 





CHAS. E. HINDS 


With Lunn & Sweet Shoe Co., Wyoming, 
Idaho and Montana 


TTT 
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Traveling, Sins Salesmen — 


Activities of our Trade Ambassadors 
On and Off the Road 
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Union Shoe Mfg. Co., and acted as 
their Eastern representative for four 
years. 

On a recent visit to the “Recorder” 
office he reported that his factory is 
right up to the minute on deliveries. 


Chas. E. Hinds, with Lunn & Sweet 
Shoe Co. 

Charles E. Hinds, with the ““Ye Olde 
Tyme Comfort’ and “Sweet Sally 
Lunn” lines of turns and welts will soon 
leave for his territory through Wyo- 
ming, Idaho and Montana in the interests 
of the Lunn & Sweet Shoe Co., of 
Auburn, Maine. 

Mr. Hinds, with his brother salesman, 
Mr. Gleason, make a Mive-wiee { team for 
their house. 


Rochester Travelers Add New 
Members 


The meeting of the Rochester Asso- 
ciation of Traveling Shoe Salesmen held 
at the Powers Hotel.on Tuesday, Janu- 
ary 21, was the first to be presided over 
by the newly elected president, D. D. 
Oster. The regular routine work was 
gone over. Eleven applications for 
memberships into the Association were 
received. The members were much 
pleased with this indication of so hearty 
a condition of the R. A. T. S. S. 


Iowa Association to Meet April 25 

The Iowa National Shoe Travelers’ 
Association called a special meeting at 
the Grant Club for 12 o’clock noon 
luncheon in Des Moines, April 25, next. 
President L. D. Ream will preside and 
the conference will go into detail as to 
what transpired at the National Con- 
vention held recently in Chicago. The 
Towa Association increased its member- 
ship over 200 per cent during the year 
1918. 

Thos. Nixon, former president of the 
Iowa National Shoe Travelers’ Associa- 
tion, who resided at Cedar Rapids, 
Iowa, has moved to Minneapolis, 
Minn. : 


Oregon Salesman Visits Chicago 


J. A. Dougherty, who represents the 
Marathon Shoe Company, Wausau, 
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General Principles 


OU recall faces more quickly 
than names. 


You recognize an object more easily 
by its form than by its description. 


Acting on these principles, we build into our 
product such uniform attractiveness that to 
see is to desire to possess. 


One of our cases containing thirty-six uniform 
pairs immediately suggests satisfactory cus- 
tomers and satisfactory profits. 


To see our cases is to know just who produced 
them and to hurry to repeat the purchase. 


‘The shoes you order are the shoes you get.” 


P. J. Harney Shoe Company 


Lynn, Massachusetts 


183 Essex Street Los Angeles 


Coast Distributors 
Salesroom H. S. Bell & Company 
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Wisconsin, out on the Pacific coast, 
was a visitor in Chicago the past week 
and was very enthusiastic about busi- 
ness conditions in his territory. He said 
all shoe merchants expect a big, suc- 
cessful season—even better than the 
year before. 


Salesmen of the Holters Company 
and Their Territory 


Mr. Geo. Aftel, Tennessee, Kentucky, 
Alabama and a portion of Georgia; Mr. 
Ben. C. Davis, Illinois and Iowa; Mr. 
Jas. Donohoe, City of Chicago, Northers 
Indiana and Illinois; Mr. M. S. Ellen- 
stein, Minnesota, Wisconsin, North & 
South Dakota, Montana; Mr. J. J. 
Flanagan, Colorado, Wyoming, Arizona, 
New Mexico, Mexico; Mr. A. R. Good- 
win, Mississippi, Arkansas and Loui- 
siana; Mr. S. S. Hopk nson, Iowa and 
Illinois; Mr. H. J. Hehman, South Caro- 
lina, Georgia and Alabama; Mr. Jay 
Jaffe, Cities of Cleveland and Toledo, 
Michigan, Wisconsin: Mr. G. T. Mil- 
wee, Oklahoma and Northern Texas; 





Mr. M. W. McNaught, Virginia, West 
Virginia and North Carolina; Mr. B. S. 
McDonald, Portions of Ohio and Ken- 
tucky; Mr. A. J. McDonald, California, 
Oregon, Washington, Utah; Mr. M. J. 
O’Brien, New York, Connecticut, Rhode 
Island, New Jersey; Mr. E. F. Roberts, 
Pennsylvania, portions of Ohio and New 
York; Mr. John F. Twohig, Pennsyl- 
vania and Maryland and Washington, 
D. C.; Mr. J. A. Ryan, New York, Con- 
necticut, Rhode Island, Maine; Mr. 
A. L. Willey, Indiana. 


John H. Hannah Joins the 
“Just Wright”? Sales Force 


John H. Hannah of Moberly, Mo. 
has entered the sales force of E. T. 
Wright & Co., Inc., of Rockland, Mass. 
as resident territorial representative in 
Iowa, Minnesota, North and South 
Dakota. Mr. Hannah has just}been 
released from the United States Navy, 
where during the war he was in the serv- 
ice of his country. > 

In looking over the business field, he 


FROM THE ST. LOUIS MOVIE 





F. L. WELLS 


Daddy of the salesmen of St. Louis—he travels for 
the Shoe Specialty Supply Co. 


Messrs, A. C. & J: Thomas, Kansas and 
Missouri; Mr. L. W. Brunner, Minne- 
sota, Wisconsin, North Dakota and 
Canada; Mr. S. E. Adams, Michigan 
and Ohio; Mr. L. O. Cobler, Texas; 


felt that the shoe trade was the promising 
field for the exercise of his abilities, and 
taking a chance he traveled all the way 
to the home of the “Just Wright” shoes 
to offer his services in the Western field. 
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Mr. Hannah is a man whose person- 
ality would favorably impress business 
men and his proposition being of inter- 
est, he was given the opportunity he 
sought. Will he make good? Watch 
him. 

Guy T. Milwee with Holters 
Company 


Guy T. Milwee formerly with the 
Julian & Kokenge Company, covering 





GUY T. MILWEE 
Representing Holters Company 


Ohio, Kentucky, and Indiana, is now a 
member of the sales force of The Hol- 
ters Company. Mr. Milwee will travel 
Oklahoma and Northern Texas with the 
Holters line this next season. 


Clinton Robinson Enjoys Son’s 
Visit 


Clinton Robinson of the Val Dutten- 
hofer Sons Company sales force is en- 
joying the visit of -his son Edward S. 
Robinson, who for a short time is home 
from his duties as the Assistant Direc- 
tor of the Psychology Department of 
the United States Government with his 
headquarters at Newark, N. J. 


SAM SHOE HORN---EPISODES IN “THIS IS THE LIFE” IN A SHOE STORE 


















ITS 4 Geeo avy mA. ROCK 
~FOR THE MONEY THERE 
ANT NO GETTER SHOE 

TIE 8106 0° NEw YORK 
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SHOE LACES 





BEST TIP 








No Metal Tip to wear tinny. 





Women’s or Men’s 


60 54 “oe “oe “ 


45 in. per gro. Strings.. wr 
D ASSORTMENT CABINET 
gc LP EpeE $3.75 

















54 
= ee “NO METAL TIP” 
: HUBTIP “WOVEN TIP’? 
: HAVE ALWAYS STOOD FOR THE BEST VALUE OBTAINABLE. 
= YOU KNOW IT, AND YOUR CUSTOMERS ARE RAPIDLY 
: LEARNING THE REASONS OF “HUBTIP” SUPERIORITY 
: BEST BRAID=— 
: No Metal Tip to pull off or fray out. 
: HUBTIPS always stay on the lace. 
5 Women’s or Men’s ‘ ~—" aie 90.58 
: fo PST TO. Stripes es) dO 8, 
: Men’s 63 in. per gro. Strings.. 4.80) G ASSORTMENT CABINET 
= 1. 36 pair 36 in 
Fy F ASSORTMENT CABINET 24 45“ 
= 48 pair 36 in........... } $3.50 2 * 54“ 
2 24 8 45 oo ee ee eee j A ASSORTMENT CABINET 
: E ASSORTMENT CABINET | 36 pair 36 in........... 
: 36 as eS SOO] ig ga 
C f ! NONE GENUINE 

omftort. UNLESS, STAMPED 

° (77 PAwWW 

Service (er HOES 


Easy Sales! 
$3.50 


Style 712—Best quality 
chocolate elk, Goodyear stitch- 
ed, overweight Neolin sole, 
and a 3 lace, 5 to ll. 
1 wy : Mechanic last, 
B, C, D and E 
widths. IN 
STOCK. 









$4.10 a Pair 


Style 7298 — Best quality chrome mahogany upper, 
oak sole, Munson army last, Goodyear stitched. 
Sizes 5 to 11, B, C, D and E widths. IN STOCK. 


A popular price and big volume seller. Exclusive agency 
to dealers. No competition. Order samples or write 
for proposition. 


Made exclusively by 


Tiathon Shoe Co) WISCONSIN 





INTEREST 
ILLUSTRATIONS 


Red - blooded, commer- 
cial drawings that never 
fail to attract attention 
to your Shoe advertis- 


ing. 


This is 1 of the 15 exclusive features 
containéd every month in the Mer- 
chants Shoe Service. You ought to 
see the other 14—SEND FOR THEM. 


A proven business-building Shoe Sery- 
ice supplied exclusively to one mer- 
chant in each_town. 


Pin This Ad to Your 
Letterhead for Full Details 


Merchants Buzz Service 


233 West 39th St. - ~ New York 





ORDER A TRIAL CABINET 
t 
COUNTER DISPLAY EASEL 


FRANK W. WHITCHER CO.--Mfrs.--Boston and Chicago, U.S. A. 











— 
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Buyers’ Easy Reference tna 


Duane Buoe G. 


143 Duane St., NEW YORK 
Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


Duane Shoe De Luxe 


The ultimate in Women’s_Turned Footwear 


IN STOCK 
Sample Pairs gladly sent on request 














ul 
Our Spring Line 
—of— 
BAREFOOT SANDALS 
OXFORDS and PLAY SHOES 


In Stitchdown and Welt is now in Stock. 
Many Styles at PRICES RANGING FROM 


60c to $2.75 
WRITE FOR SAMPLES 
Laing, Harrar & Chamberlin 
43 N. 3d St., PHILADELPHIA 


CUNUUOUODOGROKONOHOOOQOGUGRGOONOQUORUGUGROROREOEONONT : 





iil i 
( ih | 


is 


The feel wins favor. 
Established brand. 
Uniform tannage. 
Dependable Quality. 
Steadily used by produ- 
cers of men’s, women’s, 


and children’s shoes 


| + 
| i i it ing aes : 




















= 


rece ~ Walker | Canin pany 


famous Pail CLEAN shoes 


JSRSSSSTESseeeeee! 








bi 


? Coburn 
: Trolley Ladders 


are simple, efficient, inexpen- 
sive, saving time in sales effort. 
= Get estimates—send us a rough 
= sketch of your store interior, 
showing shelves to be reached 
and let us tell you the cost. 
Catalogue on request. 
Ceburn Trolley Track Mfg. Co. 
HOLYOKE, MASS. 


~ 
= 
SULEGHROERECCREES CEOCERCCEORCROREESEES 











: PT 
Our Motto— 
Children’s Shoes of 


Quality 


In-Stock 
Welt Scuffers 


5-8 8-ll. 


















Patent or 
Gun Metal 














Prices on request 


Kalt-Zimmers Mfg. Co. 
MILWAUKEE, WIS. 












Style 1796 






Powells 


Another One 


Black Kid 34 Foxed Polish, 
Goodyear Welt 


CtoEE. 3to9 


$4.85 


IN STOCK 


122-124 Duane St. 
New York City 
TET 











Re 











: = 


Every Day Chances 


of fire, which you run, and which all others run, 
who do business in big cities or country towns, are 
a menace to be feared only when uninsured on a sub- 
stantially protective basis. Our special} policy for 
shoe dealers will interest you. Returns 25% of the 
premium cost in dividends. Investigate. 


Fitchburg Mutual Fire Insurance Company 


FITCHBURG MASS. 


_ 99% of which are locally owned 














The Curme-Feltman Shoe Co. 


Chain of Stores 


CHICAGO 
INDIANAPOLIS 
CINCINNATI 
RICHMOND 
MUNCIE 
KANSAS CITY 


1032 Shakespeare Chairs Are Used 


o 





Real Live Shoe Dealers use nothing but Shakespeare Chairs. Because—They have quality, style, comfort, 
utility, durability. 


Our catalog illustrating a full line of shoe store furniture free upon request. 


The C. F. Streit Mfg. Co. 
Makers of Guaranteed Furniture 
1047 Kenner Street - Cincinnati, Ohio 
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Uses Neolin Soles 
on 50% of Stock 








B. M. Will, owner and manager of the Ralston Boot Shop, Cleveland, 


Ohio, writes to The Goodyear Tire & Rubber Co., 
Akron, Ohio, as follows: 


Gentlemen: 


We have been using Neolin 
Soles on 50% of our shoes, and find 
them satisfactory in every way. We 
find that customers who once use 
them, nearly always ask for them 
again. We are satisfied from our 
years of experience with Neolin 
Soles that they will outwear two 
pairs of leather soles, and can 
assure you that this fact has helped 
the sales of Ralston shoes in Cleve- 
land. 
Very truly yours, 
B. M. WILL, 
Prop. Ralston Boot Shop. 














Mr. Will is but one of thousands of shoe retailers who testify 
that shoes with Nedlin Soles are good repeaters. And not 
only do they hold trade, they also bring in much new busi- 
ness. Start a Nedlin-soled Shoe Department in your store. 
Specialize on the shoes with Nedlin Soles for which there is 
greatest demand—a business shoe for men—comfort shoes for 
middle aged men and women—a good walking shoe for 
women—and a sensible shoe for boys and children. Adver- 
tise that you are so specializing, and carry a reasonable range 
of sizes. 


The Goodyear Tire & Rubber Company, Akron, Ohio 


| Neolin Soles 
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SATISFACTION 


Wen you recommend and sell Griffin 
Lotion Cream or Glace Kid Cream, 

you are making yourself stronger with your 
customer for these Cream Dressings for ! 
home use will keep footwear in excellent | 
condition at very small cost—and very 
little trouble. 








Feature these two 
Cream Dressings—the 
Griffin quality and 
Griffin reputation is 





























behind them. 
Sell your customer | 
satisfaction 
| ¥ 
| 
In white, : | 
9 brown. s, cleans 
GRIFFIN MFG. CO. = feria ie 
69 MURRAY ST. 3.08. size §20 por er. $1.75 ados. 
Qts. 900, 6 gal. $1.70 gal. $3.25. 








NEW YORK, U.S.A. 
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—yes, I wear the 


Beaded Tip 
Sacon 


ECAUSE they give that final 

touch of quality. Why should 

I buy good shoes and then put 
into them laces that quickly look 
shabby and whose tips pull off? 


Beaded Tip Laces are America’s Supreme 
Shoe Laces. Those tips positively won’t 
pull off. The best of fabric means strength 
and long wear. Fast colors mean beauty. 
But you get that in the real Beaded Tip 
Laces only. 


Look for the Trade-Mark BEADED 


It’s your protection. It safeguards you 
against laces that look like Beaded Tip 
Laces, but that’s all. As to the quality 
and service of those imitations—that’s 
another story. 


The Original, Dependable Beaded Tip 
Laces are Sold by All Good Dealers 


a: J pcaded jap !:s 
a BEADEC 


oe 












































United lace and Braid Mi C 


ORIGINATORS AND SOLE MANUFACTURERS 


AUBURN, PROVIDENCE, R.L 
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The Shoe the Kiddies 


TT 
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Like the Most 


A Household Word from 
Coast to Coast — 





HE Billiken shoe is the great- 
est success ever developed 
in Children’s footwear, and 

once it becomes known in your 
vicinity that you are agents for 
these epoch-making shoes, your 
store will become the center of in- 


terest to every kiddie in your 
vicinity. 


Write or wire today for Salesman 
or Billiken Booklet. 


McElroy-Sloan 
Shoe Co. 


Manufacturers 
St. Louis, Mo. 





a 
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IN CHICAGO 


IT’S THE 


Morrison Ffotel 


RIGHT in the heart of 
the loop—close to the 
wholesale and retail centers. 


More than 1,000 rooms, 
with bath, circulating ice 
water, and ‘the most modern 

comforts. There are large, 
well-lighted, dustless sample 
rooms. 





It is the Home of the 


TERRACE GARDEN 


E Chicago’s Wonder Restaurant 


‘Morrison Hotel 


Madison and Clark Streets 
CHICAGO 
Personal Management Harry C. Moir 


















a Make “Your Show Windows Poy Your bent 
Many Sales are made on the Sidewalk 


Window Display Fixtures 
A Wenderful set of Patented Interchangeable Window Display Fi: 
tor duplaying Men ot Womens” Shoes. Set wil give 10 Years Good Service in 
effective trade pulling window trims. 
> The Fixtures you see above are only a very few. of the desiéne thet can be 
: 1 O18) set up with the full set, besides hundreds of standard fixtures can be set up. 
2 WINDOW DISPLAYS Made of Oak, either Golden, Antique or 
IN THIS CHEST in Hardwood Hinged Lid Storage 


' SFIXTURES FOR 


"No. 101 Set has 220 Interchangeable Yousie For Large Windows, $38.50 
, $22.00 


No. 101% Set has 110 Interchangeable Younits For Medium Win 
No. 101% Set has 55 Interchangeable Younits For Small Windows, $13.75 


Send for catalog. Established 39 Years. Order direct or thra your Jobber. 
The Oscar Onken Co. 1150 Fourth Street, Cincinnati, Ohio, U. S. A. 














T\e one 


ATT 


\ 





e quality shoe laces for every 
amet, At all jobbers. Always 
specify ‘‘Nufashond.”” Samples upon request. 
The Narrow Fabric Co., 
. Reading, Pa. 
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WHATEVER YOUR SHOE REPAIRING — 
REQUIREMENTS MAY BE 


WE HAVE THE MACHINE 


The illustrations above show but a few of the big range of ma- 
chines which we supply for shoe repairing. 


They are all illustrated and described in a very handsome cata- 
logue which we are glad to mail free to anybody who writes for it. 








They cover every requirement from a simple cleaning shaft up 
to the most elaborate and complete outfit. 


We help our customers make a success of their business. Our 
machines always carry with them a service that is considered 
by many of our customers among their most valuable assets. 


We have customers everywhere, and we are not ashamed te 
have you ask any of them about us or our machines. 


Write us today for a catalog. 


UNITED SHOE REPAIRING MACHINE CO. 


4 ALBANY STREET, BOSTON, MASS. 
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GREGORY 8& READ 
SKATING BOOT 
Made up in Black Tan a White 
Highest Grade MKaif = 
Footwear for Women. 


Representative of Style, 
Fit, Service. -- 
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Many Sides to the Situation 


Styles of shoes and the conditions of 
the making of them show many differ- 
ent sides in Lynn. Manufacturers are 
making: 

Button boots, low heel pumps, white 
buck boots, patent leather boots with 
black satin tops, fine black kid boots, 
patent leather boots with grey tops, 
patent leather oxfords, white buck 
pumps, white buck oxfords, white fabric 
oxfords, Russia calf oxfords and a score 
more of different types of shoes. 
Evidently, there is plenty of variety of 
style, with manufacturers_sticking to 
regulations. 

The conditions of factories differ 
much. One firm, a large producer of 
shoes, has not taken orders for one hun- 
dred cases of shoes since the armistice 
was signed. It is running its shop to 
capacity on orders booked last Fall. It 
expects to have these orders cleared up 
by February. Then it will fill in with 
emergency orders for boots and low cuts 
for Easter. Later, it will take up Fall 
and Winter business. An extreme case 
is that of a maker of fine shoes who has 
sold his production ahead to next June. 
Another firm already has an overload 
of hurry orders for shoes for the Easter 
trade. 

Two Best Sellers 


“‘What are your best sellers,”’ asked 
the “Recorder” representative at the 
Rogers & Briggs, Inc., factory? 

“Here they are,” said Mr. Briggs, 
placing two shoes on his glass topped 
table. “Two boots,” he continued, 
“each made over a long, slim last, with 
a recede toe, carrying an 18-8 Louis 
heel, with aluminum plate. Both have 
vamps of patent leather.. One has a 
black satin top. The other has a black 
kid top. Both lace. Both have close 
edges, finely wheeled. 

“Every mail brings orders for these 
two. types of shoes,” he concluded. 
“They are our best sellers.” 
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Lynn 


Mathieu-Quimby Shoe Company, re- 
cently incorporated with $50,000, is 
made up of F. J. Mathieu and E. A. 
Quimby. It has a factory at 703 Wash- 
ington Street, where it is making a me- 
dium grade line of women’s shoes. Mr. 
Quimby was bookkeeper for the firm. 
He learned bookkeeping nights, attend- 
ing commercial school, and he worked in 
Lynn factories days. He also sold shoes 
on the road. When Mr. Randall, of 
Randall-Mathieu Company wished to 
retire, Mr. Quimby bought his share in 
the business. 


Winter Vacations 


A. A. Hennessey, of Hennessey, Max- 
well & Hennessey, is spending the Win- 
ter in Florida. ; 

Jacob Benz, of the Benz Kid Com- 
pany and Mrs. Benz are at Miami, Fla. 
until March. 

Louis M. Winslow, kid leather mer- 
chant, of Lynn, is on a trip to California. 


Button Boots and Low Heel Pumps 


Button boots and low heel pumps are 
being made by Travers Shoe Company 
for the early Spring trade in New York. 

Button boots are of three types— 
black calf, button boots with white pearl 
buttons, patent leather boots with grey 
satin tops and grey pearl buttons; 
paten: leather boots with the new A. C. 
Lawrence grey buck leather, and but- 
tons to match. Fifteen or sixteen but- 
tons there are on each boot. All of the 
boots have high Louis heels, of wood, 
with a celluloid finish. 
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Pumps and Bows 


Pumps are of gun metal calf, Russia 
calf, black patent leather and white 
buck leather. ‘They have low military 
heels. Some have’ perforations on the 
tip. All have small flat bows of leather. 

Three weeks ago, the firm was mak- 
ing lace boots only. Now it is making 
many button boots, and low heel pumps 
and a few oxfords. The styles changed 
quickly. Just how it happens that 
button boots, with high heels, and 
pumps with low heels, are selling at one 
and the same time is more than is clear. 


Place Easter Orders Early 


A Lynn sales manager says: 

“Orders for novelty shoe; for Easter 
should be placed early, though Easter 
comes late. 

“Leather and supplies suitable for 
Easter novelties are not always easy to 
get, because the leather and supplies 
trade are not yet readjusted to normal: 
conditions. 

“It is the observation of our firm 
that the supply of novelty shoes suita- 
ble for the Easter trade is small. That 
is to be expected. The Easter styles are 
new. Production of them in the fac- 
tories is still limited. 

“Easter trade is always the largest 
of the year among m:rchants. With 
men coming back from war, and with 
all people putting on the garb of peace, 
and rejoicing with the coming of Easter 
and the new Spring time, we look for a 
record breaking volume of business in 
novelty footwear at Easter time.” 


Rochester 


A great sensation was created in the 
Rochester retail shoe market this week 
by the One Dollar shoe sales conducted 
by two concerns located directly oppo- 
site each other on East Main Street. 
They were Endicott, Johnson & Co. and 


G. R. Kinney & Co., the latter popu- 
larly known as the $1.98 store, but since 
the war, it is needless to say a trifle mis- 
named. Great crowds responded to 
the advertisements and the fact that 
they grew larger each day was a proof 
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P. J. Harney Shoe Co. 


Factory, Lynn, Mass. 
Boston Office 
183 Essex Street 











Tober-Saifer Shoe Co. 


NOVELTY BOOTS 
AND OXFORDS 
IN STOCK. Ready to Ship 
Write for Catalog 


1312 Washington Av., St. Louis, Mo. 








The House of Service 
Novelty Footwear 
IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 














1508 WASHINGTON AVE. 
St. Lours,Me 


Novelties in Stock 
For At Once Shipment 








The Easiest Selling House Shoes 
gs 2 
Lane Brothers Co. poe... Ave. Boston 








W.C. Cushman & Co. 
FLOOR JOB SPECIALTIES 


In Women’s Welts and McKays 
When in Town Call on Us at 


403 Albany Bld., Boston 


New York Office, 127 Duane St., Room 32 








eX oe 
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that the values given were exceptional. 
The stocks consisted of men’s, ladies,’ 
misses’ and children’s shoes of all sizes; 
and it was claimed that they were all 
legitimate stock, none being damaged. 


. Several other larger stores are also run- 


ning special sales of their regular Fall 
and Winter shoes. 


Jack Frost Appears 


The weather man has played havoc 
with the retail merchants. Until Friday 
morning, Rochester enjoyed real Spring- 
like weather and the ladies were wearing 
pumps and oxfords on the street, very 
comfortably, minus the usual January 
protection of spats or arctics, without 
danger of getting the “Flu.”” However, 
Jack Frost appeared on the scene and 
the sudden change brought out all kinds 
of heavy footwear. The merchants re- 
trimmed their windows over night. 
From a dainty display of oxfords and 
low shoes, appeared the more appro- 
priate black kid and gun metal, co-co 
tan boots and the comfortable walking 
and regulation skating boot. 


Planning for State Association 


At the round-table meeting of the 
Rochester Retail Shoe Dealers’ Asso- 
ciation held on Friday, January 24, the 
committee appointed to make arrange- 
ments for the preliminary meeting to be 
held at the Powers Hotel, February 3d, 
the purpose of which is to organize a 
New York State Association of Retail 
Shoe Merchants, reported very favor- 
ably. Already from responses received, 
it is guaranteed that there will be at 
least one hundred delegates present. 


A Big Realty Deal 


With the purchase by the Wm. East- 
wood & Son Co. of Rochester and 
Buffalo, of the property which is now 
occupied by the company as well as that 
occupied by Robert L. Loud at Nos. 
567-569 Main Street, Buffalo, one of 
the biggest realty deals in recent months 
there was completed. The property, 
which is under one roof, occupies a tront- 
age of 60 feet on Main Street, and ex- 
tends to Washington Street. Ansley 
Wilcox, attorney at 684 Ellicott Square, 
represented the Rumsey estate when 
the purchase was made. The price for 
the property is believed to be about 
$300,000. 


Shoe Factory Town Names . 
Merchant Marine 


Because the people of Johnson City, 
the shoe factory town near Binghamton, 
made the largest over-subscription, to 
the Fourth Liberty Loan among the 
banking communities of the fourth sub- 
district of the federal reserve district, 
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they are to have the privilege of nam- 
ing a ship of the new merchant marine. 


No Lowering of Prices 


That shoes will not be lower in price 
is conceded by manufacturers, whole- 
salers and retailers in the shoe, leather 
and allied trades; that prices even will 
go higher is asserted by many. ‘These 
prophets point to conditions throughout 
the country and say that their conten- 
tions may be verified by study of the 
daily reports. 

Leather suitable for the best and most. 
durable shoes is scarce and the prob- 
abilities are that it will be scarcer as 
the days and weeks go by. This fore- 
cast was made by a visitor at the Shoe 
Style Show, a representative of one of 
the leading leather producing houses in 
the United States who has been a travel- 
ing salesman for thirty-five years, and 
has visited every leather center on the 
globe. 

Leather Expert Talks 

“There is no doubt about it,’’ said 
the leather expert, “‘the reason is that 
we have been consuming faster than we 
have been producing and have just 
about reached the end. To furnish 
tough leather the animal must be at 
least eight years old. It will take at 
least two years perhaps four, to catch 
up with the needs of the public. I can- 
not see any hope of cheaper shoes for a 
long time to come. Then, too, the cost 
of materials used in tanning hides and 
the cost of labor have advanced, and 
until these are readjusted they will be 
major factors in keeping up the price of 
shoes. 


People of United States Well 
Shod 

“The people of the United States are 
well shod and dealers have enough stock 
to care for the present demands and 
may be for the immediate future. But 
England has been short on shoes, and 
while she can fit all her people comfort- 
ably she looks to America to make up 
her deficiency. In fact, the leading 
buyer in England was in Boston only 
last week with instructions to buy at 
any price and in any quantity.” 


Rochester Notes 


McFarlin’s report an excellent busi- 
ness on the nine styles of Foot Insur- 
ance Shoes for men. They support the 
arch with a steel shank, or with a more 
flexible shank, according to the need. 
The firm guarantees feet 100 per cent 
efficient for any one who wears them. 

The shoe department of Duffy-Powers 
Company has been enlarged and is now 
under the management of J. Widarg, 
who has been with the Wm. Taylor Son 
& Co. of Cleveland, for five years. Mr . 
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Widarg Icft a splendid record behind 
him, and no doubt will make a great 
success in his new undertaking. 
Among the new buyers in the local 
market this week was S. S. Holigrasser 
of Holigrasser, Inc., San Diego, Cal. 


In one factory, he purchased the entire . 


floor stock consisting of about six hun- 
dred pairs of ladies’ shoes of all descrip- 
tions. 

Albert B. Eastwood and wife have 
left the city for North Carolina where 
they will be the guests of George East- 
man at his southern home, Oak Lodge. 

O. DeRitter of E. P. Reed & Co. it 
on his way to DeLand, Florida, where 
he will sojourn indefinitely, probably 
until about March 1. 


BOOT AND SHOE RECORDER 


Thomas DeLande, sales manager of 
the Piehler Shoe Company, is making a 
short Eastern trip. He is registered at 
Hotel Avery, Boston. 

The manufacturers are resting from 
the aftermath of the Style Show. The 
labor problem, however, seems to be 
solving itself. One manufacturer of in- 
fants’ shoes advised that already six of 
his cutters who were drafted into the 
United States service have returned to 
their former jobs. 

A certificate was issued this week per- 
mitting the business of the late Martin 
Leckinger, at 11 North Street, to be con- 
tinued by Philip H. Leckinger and Wm. 
F. Leckinger, under the name of Martin 
Leckinger Sons. 


Philadelphia 


In the Retail Trade 


The month of gatherings and con- 
ventions is past, and what would 
normally have been the coldest month 
of the Winter; the shoe trade is now 
entering into the regular routine of the 
last month of the Winter season. 
The extraordinary mild weather that 
prevailed throughout the month of 
January was largely responsible for the 
lack of incentive in buying heavy shoes 
or rubbers to any considerable volume 
and as a result sales on these lines were 
light. In view. of all this the total 
volume of business for the month was 
really surprising for outside of these 
lines there was an active sale through- 
out the entire month. This was quite 
well indicated by the fact that there 
was no very material reduction offered 
in the customary January clearances, 
which would indicate that retail shoe 
merchants felt. content to hold their 
shoes rather than sacrifice them. 


Preparing for Spring 

In addition to present business, which 
continues to be reasonably good and 
which is distributed through the various 
lines of merchandise in the retail stores, 
the people of this branch of the industry 
are making preparation for the business 
of the coming Spring. Goods are now 
coming in to the retail stores and are 
being prepared for sale. 


_ Spats in Demand 

The call for spats is probably the 
principal feature of immediate interest 
in the findings trade according to the 
people of one of the houses engaged in 
this line of business here, and it is quite 
obvious from the wide scope of territory 
from which these orders come, that the 
sale of overgaiters is pretty generally 


spread throughout the country. The 
principal difficulty is to get a supply in 
all wanted shades. The call for colored 
laces chiefly in 72-inch lengths, gray, 
fawn and brown especially, is also active. 
Stocks of these are not quite as large 
as desired and it is rather difficult to 
get additional supplies. Shipments, 
however, are being made as fast as the 
merchandise arrives, and all customers 
are being taken care of at least for parts 
of their orders. The outlook for the 
Spring season is regarded as excellent 
and everybody seems to be optimistic. 
There is no hesitation about placing 
orders for Spring goods, but it is yet a 
little early to make any considerable 
shipments of these. 


Hallahan’s Salesmen for 1919 | 


Hallahan & Sons, Inc., have added 
three new men to their selling force this 
season and their shoes will be sold 
throughout the country as follows: 

New York City and nearby large 
cities, L. M. Gerson; South, John R. 
Varley; Pennsylvania, Ohio, Indiana, 
Kentucky, and part of Michigan, 
George F. Yetman; Chicago and nearby 
large cities, Burton F. Duncan and 
Frank Duncan; Missouri, Iowa, part 
of Illinois, part of Wisconsin, Norman 
N. Souther; North and South Dakota, 
Montana, Kansas, Nebraska and Colo- 
rado, Emmett L. Spillman; Pacific 
Coast, Carol S. Wills; London, Eng- 
land, Henry Bolton. 


Philadelphia Notes 


Mark Elkin of M. Elkin & Co. left 
last week for a two months’ stay on 
the Florida West Coast. At the fac- 
tory it was stated much work is being 
done on the Spring lines; the Fall 
samples are also going through. 
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| New York City 


New York Letter 


The merchants in the city are gradu- 
ally turning to the consideration of 
prices that are to prevail this coming 
Spring. They are also considering ways 
and means for the proper introduction of 
Spring styles. One merchant said that 
it would perhaps be a good stunt if the 
dealers in town all got together on some 
co-operative plan and thus secured, per- 
haps, uniform action and results. The 
former practice of letting George do it, 
does not work out satisfactorily. In 
this connection a story was told that 
runs somewhat like this. 


A Story Is Told 


The town’s people of a certain com- 
munity were about to present their 
minister with something as a token of 
their esteem and in recognition of his 
worthy efforts in their behalf. After a 
discussion it was decided to place in 
front of this minister’s home an empty 
hogshead. This was to be filled by the 
members of the church with wine. 
Each one was to pour in one quart. 
The Sunday following the minister was 
asked by his deacon how he liked the 
wine, to which he replied that it was a 
miracle, the wine had turned to water. 
The moral of which is that the town’s 
people worked on the theory that 
George would supply the wine. Trans- 
lated in terms of shoe merchandising, it 
would be very dangerous for the dealers 
to proceed on the theory that George 
has the ideas and that he ought to pour 
them out first and that these ideas sub- 
sequently should be diluted with the 
water of conversation. It is felt that 
all merchants have some idea of the 
proper introduction of Spring styles 
and it is up to each one of them to 
come across and exchange those ideas 
with his competitor; otherwise, with the 
present style restricted program there is 
bound to occur a confusion of ideas and 
the confusion of action. 


Education of Public Necessary 


The same condition would be true of 
the question of advising the public on 
the reason why present shoe price levels 
will be maintained throughout the year 
1919. The public is very curious to 
know and should be informed unequivo- 
cally. The sooner this is done the easier 
it will be for each merchant, it is the 
opinion of many, to secure volume sales. 
The slogan today in every shoe shop is 
to sell more pairs of shoes. That result 
may only be achieved through a proper 
understanding with the public. 





Merchants are discussing the conven- 
tion high spots. The aftermath seems 
quite interesting. There is a_ wide 
diversion of views on the question of 
stocks now on hand. Some report that 
current stocks on the shelves are quite 
normal; others that they are 25 per cent 
above normal and still others have re- 
ported that stocks are 10 per cent below 
normal. These include the merchants 
who have been holding back their 
orders on the basis of merchandising 
from hand to mouth and with the 
thought of getting the advantage of a 
subsequent drop in price levels. 





Some Window Displays 


The window displays of the New York 
stores are replete with variety styles. 
An attempt is being made to push the 
high cuts and as a result the high cuts 
are dominating the windows. 

The styles on view include 8-inch 
grays in calf, kid, suede, ooze and 
combination. gray kid and fabric tops. 
The heels run about 75 per cent Louis 
and 25 per cent Cuban. The browns 
and tans run in variety leathers, com- 
binations and two-tone effects. About 
80 per cent of the blacks run in patent 
leather with suede, ooze or gray fabric 
tops. 

Big Low Cut Season 

This has been one of the biggest low 
cut seasons in the memory of some of 
the oldest merchants and it is explained 
chiefly by the remark, ‘““The weather 
and the spats have done the trick.” 
Another big surprise has been the inten- 
sive demand developed for all lines of 
black, including satin oxfords and 
pumps, suede oxfords, patent leather 
pumps, satin colonials and kid oxfords. 
The major portion of these run in the 
high Louis heels. 

The interesting feature is the fact that 
most of these lines run in the long nar- 
row vamps. Turn shoes are selling 
better than they have sold for quite 
some time. This, perhaps, is due to the 
fact that while women are partial to the 
blacks, they are also manifesting their 
usual fondness for footwear in colors. 

The advertising in the local news- 
papers is still running heavy. Mer- 
chants are very anxious to clear stocks 
as rapidly as possible so that they may 
be prepared to handle the Spring and 
Easter trade. 


Bender Association to Hold Dinner 


Discontinued at the request of the 
Food Administration and in the inter- 
ests of conservation during 1918, the 
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Philip Bender Association, composed of 
retail, wholesale and manufacturing shoe 
men and their representatives, announce 
for February 5 their regular Beefsteak 
Dinner. 

This year the ‘Picadilly;” Fulton 
Street and Flatbush Avenue, Brooklyn, 
has been selected as the scene of festivi- 
ties and from reservations that have 
already been received by Mr. Frank 
Schmitt, secretary, the affair promises 
to be even larger and better than hereto- 
fore. As always, a very interesting 
program of entertainment has been 
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arranged and the prospect of a very 
enjoyable evening is anticipated. 


The Nathan Novelty Mfg. Company 
has announced that in order to keep 
pace with the steady growth of their 
bsuiness, they will move to their new 
factory, corner 5th Avenue and 12th 
Street, New York City, on or about 
February 1. Greatly increased facili- 
ties will enable them to maintain the 
Nathan standard of quality, coupled 
with efficient service. 


Chicago 


Retail Trade Good in Spite of Mild 
Weather 

Chicago has had a week of particu- 
larly mild and mellow weather, under 
which retail trade among the shoe 
stores was excellent, the volume holding 
up well. The stores are continuing 
their mid-season sales, which are 
greatly assisting to maintain a healthy 
activity in trade. 


What the Stores Are Offering 


Both boots and low shoes of every 
variety are being advertised and dis- 
played for sale. Some of this week’s 
specials are: Walk Over stores, women’s 
shoes at $5.85, $6.85, $7.85 and $8.85; 
men’s shoes at $4.95, $5.85, $7.85 and 
$8.85. An interesting note in one of 
the ads reads as follows: “DO NOT 
LOOK FOR LOWER SHOE PRICES! 
THEY WILL NOT COME FOR A 
YEAR AT LEAST, BECAUSE THE 
LEATHER THAT WILL GO INTO 
THEM HAS NOT YET BEEN 
BOUGHT!” O’Connor & Goldberg of- 
fered beaver kid boots, with buck tops 
to match at $10.65, patent pumps at 
$6.95, patent boots with gray suede 
uppers at $9.85, brown calf oxfords at 
$7.85, black kid boots at $7.85 and satin 
oxfords at $7.35. The Newark Shoe 
stores had a special sale of women’s 
shoes at $2.45 and $3.95. Carson Pirie 
Scott & Co. had a special sale of men’s 
tan calf lace shoes, welt, oak soles at 
$4.75; they were also featuring men’s 
shoes at $8.45, and $9.75 per pair. 
Mandel Brothers showed women’s black 
suede oxfords at $7.50, stating that this 
was a reduction from $10.00 a pair; 
girls’ shoes were also featured at $4.85, 
$3.50 and $1.95—the latter for boots 
with patent vamps and white nubuck 
tops. 

Cutler Shoe Company Holds White 
Shoe Sale 

Wide publicity was given to the sale 

of white shoes that the Cutler Shoe 


Company inaugurated this week. This 
sale included women’s and misses’ white 
kid, canvas and suede shoes as well as 
oxfords, and the shoes were priced ac- 
cording to sizes, as follows: Size 2%, 
$1.95; size 3, $2.45; size 314, $2.95; 
size 4, $3.45; all sizes above 4, $3.95. 


Continuing of High Prices Upheld 


That the price of shoes shows no tend- 
ency downward, is supported by many 
manufacturers and others in the trade 
who have had recent opportunities to 
investigate every angle of the situation. 
A Western shoe manufacturer this week 
had occasion to visit the Chicago market 
to purchase leather. He had bought his 
present supply, which was getting 
short, some months back, and came to 
the market with the expectancy to buy 
materials at a lesser price than his last 
purchase, which was made when the 
market was at its highest peak and 
which many believed to be a superficial 
period. However, rather than being 
able to buy leather at a lower price, or 
even at the price he patd previously, on 
the contrary, he had to pay actually 
more for the better grades. There 
seems to be a wide, general demand for 
the better grades of leather even at 
present high prices. The cheaper grades 
have been less affected by increase in 
prices, because of the light demand for 
it. This fact was supported by a whole- 
saler who just returned from the East, 
where he reported that the prices of 
shoes were high, principally on account 
of the high cost of good leather, and 
that poor leather was not wanted. 


M. W. Norvell Resigns 

Mr. M. W. Norvell, for ten years con- 
nected with the Regal Shoe Company, 
has resigned his position as manager of 
the Regal stores and wholesale accounts 
in the Northwest. He has a wide ac- 
quaintanceship and a host of friends in 
Chicago as well as throughout the 
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Northwest. No plans for the future 
have been decided. 


Dealer Co-operation Offered in 
Scholl Film 

Retail shoe merchants attending the 
convention of the National Shoe Re- 
tailers’ Association at St. Louis, were 
much interested in the exhibit of the 
Scholl Mfg. Company in Room 215 of 
the Statler Hotel. 

The feature that attracted the most 
attention was the moving picture film, 
which was run on a screen every thirty 
minutes, all day long. 

The reel is 250 feet long and requires 
about four and a half minutes to run off. 
It was filmed on the famous Michigan 
Boulevard, Chicago and first shows the 
crowds of pedestrians. “Close-ups” 
are shown of the busy boulevarders’ 
feet as they pass to and fro, and then 
we see a fair maiden in distress, or at 
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least so it would seem, from the expres- 
sion on her face. 

She limps over to one of the waste 
receptacles, sits down on the box, and 
loosens the shoe on the painful foot. 
Friendly passersby direct her to a near- 
by shoe store, which displays a full line 
of Scholl Appliances in the window. 

As she enters, the film shows another 
“‘close-up”’ in which the shoe salesman 
carefully looks at her foot, shows her 
what is the trouble with it, and how to 
correct it. A Scholl Arch Support is 
fitted to her foot, and she leaves the 
store perfectly satisfied. 

The film is very interesting, and at. 
the finish, there appears the sub-title. 
“The Scholl Foot Comfort Appliances 
and Remedies are carried by—” and 
here there is a space left for the inser- 
tion of the local dealer’s name. This 
film will be furnished to Scholl Dealers 
to run in their moving picture theatres. 


St Louis 


In the local shoe trade the retail 
stores have been actively clearing their 
lines in preparation for the Spring 
season which in this locality usually 
opens-in March, and while the clearances 
have not yet reached their extreme of 
the season a considerable readjustment 
of stocks has been effected. As a 
matter of fact the generally staple con- 
dition of most stocks has been such as 
to obviate any necessity for exaggerated 
efforts to get rid of goods on hand and 
in consequence the sales have been 
largely confined to discontinued lines, 
etc., and the reductions have not been 
severe. Mid-March brings the early 
displays for the Easter selling, and it is 
in preparation for this that the selling 
has been going on. 


Trade in Satisfactory Condition 


In the manufacturing division of the 
industry the plants are working full 
time, and with their forces at as high a 
level as the supply of labor will permit 
in order to get their advance shipments 
out of the way and into the hands of 
the retail merchants for the early trade 
and thus provide opportunity to begin 
the manufacture of the later designs for 
the shipments after June 1. Such 
orders as are coming in indicate that 
while the retail trade is buying in a 
sane manner, there is no vicious reduc- 
tion of orders as given at this season of 
the year. Salesmen are getting into 
their territories with the delayed lines 
of samples for the later trade and reports 
generally are of a satisfactory char- 
acter. 


In Charge of Rubber and Findings 


Samuel M. Tipton, who has replaced 
Harry C. Wood, recently deceased, on 
the Board of Directors of the Inter- 
national Shoe Company, won his posi- 
tion through thirteen years of continu- 
ous service for the company. He was 
first with the Tennent Shoe Company, 
now out of business; travelling for that 
concern for five years. He joined the 
Roberts, Johnson and Rand house thir- 
teen years ago, and during the first two 
years had charge of the Northwestern 
territory. He was afterwards made 
traveling sales manager for this terri- 
tory and in 1910 was given charge of the 
rubber and findings department. On 
the merging of the Roberts Johnson & 
Rand, the Peters and the Friedman- 
Shelby houses he was given charge of 
the rubber and findings department for 
the consolidated organization. He will 
remain in that position. 


Howard S. Bunting Dead 


Howard S. Bunting, General Sales 
Manager of the Hamilton-Brown Shoe 
Company, died somewhat suddenly, 
January 21, although he had not been 
well for a considerable period of time. 
The burial took place, Friday, January 
24, and was very largely attended by 
friends and business associates. Mr. 
Bunting was 60 years old and was a 
native of Pennsylvania, having been 
born in Pottsdam, Pa. He was edu- 
cated in the Millersville State Normal 
School. He came to St. Louis in 1880 
and first worked for the Brown Shoe 
Company, which he left in 1900 to join 
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the Hamilton-Brown forces. He was 
travelling salesman for a period of years 
and then was made general sales man- 
ager. He leaves a widow, four daugh- 
ters and two sons. The remains were 
sent to Fort Worth, Texas, for interment. 


Election of Officers 


At the annual election of the Hamil- 
ton-Brown Shoe Company, held Janu- 
ary 20, A. C. Brown was again chosen 
president; John E. Ritchey, vice-presi- 
dent; L. V. Roach, vice-president; 
Charles E. Ross, vice-president; Mau- 
rice Wright, treasurer; O. E. Ploch- 
man, secretary; and these with Murray 
Carleton, Chauncey Ladd, John F. Lee, 
and John F. Shepley constitute the 
board of directors. 

At the recent annual election of the 
International Shoe Company, Jackson- 
Johnson was re-elected chairman of the 
board of directors, while Frank C. 
Rand was made president, with these 
vice-presidents: H. W. Peters, John C. 
Roberts, W. H. Moulton, F. W. Peters, 
H. Watkins, C. H. Peters, J. T. Pettus, 
Cc. D. P. Hamilton, R. N. Warmack 
and T. Moreno. F. A. Sudholt was 
made secretary again, D. C. Biggs 
treasurer, D. E. Woods auditor, and 
F. A. Brickenkamp assistant secretary. 
The annual report showed total ship- 
ments in excess of $52,000,000 in 1918 
and dividends of 7 per cent on 
$10,000,600 of preferred stock and like- 
wise on $12,500,000 of common stock. 


Factory Employees—Health 
Education 


The division of Industrial Hygiene 
and Medicine of the United States Gov- 
ernment, has established a St. Louis 
office which will work with the St. Louis 
manufacturers in the education of em- 
ployees in the matter of health hazards 
as obstacles to efficiency. The shoe 
houses of the city are interested in the 
matter and will co-operate with the 
efforts of the Government to improve 
conditions, although the factories gener- 
ally are conducted along the most sani- 
tary lines with welfare and health work 
a part of their methods of operation. 


Rail and River Rates 


The differential between rail and river 
transportation rates as affecting traffic 
on the Government barge line operating 
out of St. Louis has been formally put 
in effect by order of the Government 
rail administration and chiefly affects 
freight originating in and destined to 
points in Wisconsin, Iowa, Minnesota, 
Illinois, part of Indiana and Missouri 
north of the Missouri River. The effect 
of the rate may be understood from the 
statement that the rate from Chicago 
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to New Orleans by the river and rail 
route is 2214c lower than the all rail 
route which is $1.37}4c per hundred, 
first class. The service, temporarily 
closed by ice in December, will be re- 
opened at once and continue through 


the Winter except when interrupted by — 


ice, which will be, if at all, for only a 
short period during which rai] communi- 
cation to Cairo from St. Louis will be 
utilized to keep freight moving. The 
St. Louis municipal dock, 900 feet long 
and equipped with electric cranes and 
mechanical loading and unloading de- 
vices, has been completed and with 
Spring .the Government’s new steel 
boats and barges are expected to be 
ready for use in place of the temporary 
service now provided. 


St. Louis Notes 


The L. Goldman Shoe Company, a 
retail concern, has leased property at 
410 North Seventh Street, St. Louis, 
for its establishment which has hereto- 
fore been located at Sixth and Olive 
Streets. New fixtures have been in- 
stalled and the establishment has been 
put in operation. The company occu- 
pies the new store under a ten years 
lease. 

The Brauer Bros. Mfg. Company, 
which has been engaged in the manufac- 
ture of leather goods, has determined to 
enter the shoe manufacturing field, and 
has installed equipment for the manu- 
facture of stitchdowns and McKays. 
The initial capacity will be about 1,000 
pairs per day, and the plant will be 
under the superintendency of Frank 
Loeffler, long in the trade and more 
recently located at Jefferson City. 

The Tweedie Footwear Corporation, 
formerly the A. Priesmeyer Shoe Com- 
pany, of Jefferson City, Mo., which also 
controls the Hylo Manufacturing Com- 
pany, makers of boot tops of special de- 
sign, has acquired factory space at 1423 
to 1429 Olive Street in St. Louis and 
will manufacture the Tweedie boot tops 
at the new location in preference to 
moving the factory East as was at first 
contemplated. The footwear manufac- 
ture will be continued at Jefferson City 
in the Priesmeyer plant. The head of 
the company is Charles R. Tweedie of 
Jefferson City. 

The recent convention of the Na- 
tional Shoe Retailers’ Association in St. 
Louis was the cause of a real estate deal 
in which two New Orleans shoe re- 
tailers, Earl and Isadore Jacobs, pur- 
chased a large apartment house as an 
investment. While being taken on a 
tour of the city they were struck with 
the opportunity and completed the deal 
the past week. The Jacobs Brothers 
are representatives of the Walk Over 
shoe in New Orleans. 
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Where to Buy 


MEN’S SHOES 


Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


Factery Salesroom 
amas } Park Breckton New York, N. Y. 


Where to Buy 


Men’s, Women’s and Children’s uy 












a 




















ELIAS BERLOW 
Selling Agent 
““FISKE”—MEN’S SHOES 
** 4SBORN” CHILDREN’S SHOES 
DUSTEN WOMEN’S SHOES 
TWEEDIE BOOT TOPS 


110 Duane St., New York, N.Y. 


ONCORD SHOE ao 





















li6 es, aia New Yorn. ” 


HENRY LILLY CO. 
88-90 Reade Street - New York 
The Only Exclusive 
Shoe Auction House 


Trade Sales Every Wednesday 
and Friday 




















The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 



















41 BEDFORD STREET, BOSTON 





= OUR SERVICE SATISFIES 








The National Hide Dealers’ Associa- 
tion held the annual convention of the 
body in St. Louis beginning January 20, 
the affair being followed by a ban- 
quet. 

The meeting was arranged to precede 
the January fur sale at St. Louis which 
many of the members had arranged to 
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attend. During the convention con- 
siderable attention was given to a plan 
educating country butchers in the re- 
moval of hides so as to eliminate the 
heavy losses which accrue from the im- 
proper removal of hides from country 
animals. About sixty members were in 
attendance. 


Cincinnati 


The clearance sales conducted by 
the retail merchants of this market 
have proven to be a greater success 
the past month than any series of 
sales ever conducted in previous years. 
The merchants have taken special 
note of the happy response of the public 
to their newspaper advertising and 
their show window displays. Their 
offerings in odds and ends and dis- 
continued lines at reduced prices have 
not only meant a great amount of 
business in such goods, but have also 
lent a great deal of impetus to trading 
in advanced Spring styles and other 
lines that have not been included in 
the sales. For, it is found that when a 
person cannot be satisfied from the 
stock offered in the sale, he, in most 
cases, will consider buying a pair of 
shoes at the regular price before leav- 
ing the store. 


‘“*What Will He Wear?’’ Answered 


The width of toes in men’s footwear 
for the Spring and Summer seasons, 
as well as those to follow, has been 
for some time a debated question 
among both the retail merchant and 
the manufacturer. Will the wearing of 
the wide-toed army last cause the men 
to want wider toes in civilian shoes 
when they get back in that life? One 
would naturally say yes, but thus far 
from all available information gleaned 
from leading retailers in men’s foot- 
wear, the answer is quite the opposite. 
The men are calling for extremes in 
pointed toes in a great number of 
instances and on the whole are 
asking for the English toe and last. 
No one is holding to the wide toe. 
One reason for this seemingly un- 
natural tendency in demand is possibly 
due to the fact that the government is 
giving every soldier one pair of shoes 
upon his discharge. This pair is re- 
garded by the soldier as a pair of work- 
ing shoes, and upon considering another 
pair he must have something more 
dressy, thus the narrow toe is brought 
to mind. Local merchants state that 
the man in buying his first new pair 
of shoes after coming out of the army 
is not considering the change in his 


feet which the army shoe might have 
brought about, but merely whether or 
not the shoe is dressy and stylish. 
Hence they are having the great de- 
mand for narrow-toed footwear both 
in the medium and high-priced grades. 


New Designs in Colonials 

Many different and new designs in 
colonial footwear are being seen in the 
show windows of ladies’ shoe stores 
and departments of this city, which 
makes more evident the fact that this 
kind of footwear for ladies is going to 
be one of the leaders in demand during 
the Spring and Summer seasons. Such 
styles are already being seen on the 
streets here, as the weather has been 
such that would encourage one to 


wear low shoes. ‘ 


Cincinnati Notes 

Preparations on the new store of 
the W. L. Douglas Company at 530 
Vine Street, are nearing the point of 
completion. This store will adjoin 
the one they now occupy and will 
simply mean the doubling of their 
capacity for serving the public. 

F. X. Owens of the Manss-Owens 
Company is now back at his desk after 
a short spell of the influenza. Friends 
in the trade will learn with pleasure 
the quick recovery of Mr. Owens. 


Death of Lewis F. Tenney 


Lewis F. Tenney, a well-known whole- 
sale shoeman, died at his home 87 St. 
Stephen Street, Boston, Mass. Mr. 
Tenney was engaged in the wholesale 
shoe business on Summer Street for 
many years. For several years he has 
represented shoe manufacturers, taking 
care of the output of several Marblehead 
concerns. 


R. L. Cooper with Menzies 
Shoe Co. 


R. L. Cooper, who is a member of the 
Iowa National Shoe Travelers’ Associa- 
tion and was formerly connected with 
McElwain-Barton Shoe Co., is now 
associated with Menzies Shoe Co., of 
Milwaukee, Wis. 
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For our ; 
mutual interest 














We hereby guarantee against any lower prices which 
we may quote before shipment of your order of Cosy- 
Toes Feltwear for the 1919 season. Our pledge to 
protect you in any readjustment of prices which we 
may deem advisable to make should remove any fear 
you may have in placing your order early. 


It is impossible to predict with accuracy at this time. 
the trend of prices, but you may rest assured that we 
will exert every effort in arranging our prices to the 
dealer’s best interest. 


Selling Policy 
to Remain Unchanged 


Our successful policy of selling direct to the consumer. 
through the medium of the dealer exclusively will be 
continued. 


We take particular pride in announcing that, in spite 
of the necessary war restrictions which we were glad 
to meet we were able to deliver 99 per cent of all 
orders received last season for CosyToes Feltwear. 
We have already readjusted our organization to a 100 
per cent peace basis and with greatly enlarged manu- 
facturing facilities we shall be able to introduce a 
broader variety of new styles and insure prompt 
delivery of every order. 


We thank our customers for the kind consideration 
shown us in contending with unavoidable conditions. 


Our representatives are starting out Febru- 
ary First with the most distinctive line of 
new feltwear creations ever introduced. 
Wait for our representative. 


Standard Felt Company 


Factories and General Offices: 


West Alhambra, California 


New York City Chicago San Francisco 
115 East 23d St. 404 South 5th Ave. 417 Market St. 
Mn 
































LY). f j , TRADE MARK 
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NE ; 
Metts Cooperation Exemplified 


Just as we back JMonito Hosiery in its satisfaction to your customers, so 
we stand back of the dealers in the matter of service and price. 


You will recall how slowly even the modest advances in JMMonilo 
prices were made. Not a penny was added until we were forced to do so in the main- 
tenance of the JMonito standard of quality. 


Now, with the war over, we are promptly making a downward revision of our 
prices at the first sign of loosening pressure on raw materials—going to the very 
lowest point that appears now to be possible for this year. 


For example: 














No. 181—Men’s Cotton, cut from $2.55 to $ 2.45 
No. 250—Men’s Cotton, cut from 2.95 to 2.65 
No. 221—Men’s Lisle, cut from 8.15 to 2.95 
No. 323—Men’s Mercerized Lisle, cut from................. 4.124% to 3,30 
No. 506—Men’s Thread Silk, lisle lined, cut from.. 6.00 to 5.30 
No. 522—Men’s Pure Thread Silk, cut from............... 8.00 to 6.25 
No. 244—-Women’s Combed Yarn, cut from.................. 2.80 to 2.65 
No. 824—-Women’s Full-fashioned Lisle, cut from.. 5.50 to 4.50 
No. 568—Women’s Pure Silk, cut from......000000................ 30.00 to 28.50 


These prices became effective January 11th, and all shipments made on and sub- 
sequent to that date will be billed at these readjusted prices. This is in line with the 
policy that enables dealers to “play safe,” by knowing that their 


interests are safeguarded by /Jonito ‘methods. 


If you haven’t received the new price list, call on any of our branch offices—or 
write us direct— 


ATLANTA COLUMBUS NEW ORLEANS READING 
408 Central Bldg. 260 13th Avenue. 314 Hennen Bldg. 1416 Perkiomen Ave. 
BIRMINGHAM DALLAS NEW YORK SAN FRANCISCO 
12 Potter Bldg. ; Waldorf Hotel. 428 Fifth Ave. Bldg. 1117 Hearst Bldg. 
BOSTON iletiade 200 Fifth Ave. er. LOUIS 
31 Bedford Street. 63 University Bldg. Berge reek emery 519 Wainwright Bldg. 
CHICAGO, ILL. 4 
1827 Republic Bldg. INDIANAPOLIS PITTSBURGH WASHINGTON 
209 So. State St. 20 So. Cap. Ave. 950 Union Arcade Bldg. 509-510 Ev. Star Bldg. 


Moorhead Knitting Company, Inc., Harrisburg, Pa. 
During the war it was patriotic not to build. Now we can best show our patriotism by building.—U. S. 
Dept. of Labor, W. B. Wilson, Secretary. 
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62 PER CENT OF FABRIC 
TOPS WERE SOLD IN 
DECEMBER BY H.M. 
SWARTS, SHOE BUYER 
OF BEDELL’S, NEW YORK 


@ Bedell’s is an average store. 
It is located on 34th Street, 
right in the heart of the shop- 


ping community. 


@It is the kind of store that gets 
the trade of our Mrs. Smith, 


whom we all know so well. 


@ And in this store, as in many 
others like it no doubt, during 
the month of December, of all 
the shoes sold, 62 per cent were 


cloth tops. , 


@ Cloth tops for Fall 1919, is the 
big thought in the mind of the 
wideawake shoe merchant to- 


day. 


J. EINSTEEN dnc 


9 Spruce Street 
; New York City 
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Our Credit Department, in connection with our 
Buenos Aires Branch and numerous correspond- 
ents throughout the World, is in a position to 
supply to business interests dependable foreign 
credit information regarding present or prospec- 





Foreign Credit Information 
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tive trade connections. 


The First National Bank 


of Boston 
Capital, Surplus, and Profits, $27,000,000 


Resources, 


Over $250,000,000 


Branch at Buenos Aires, Argentina 


HELPING BUSINESS 


The Credit Clearing House, 
440 Fourth Ave., 
New York, N. Y. 


Gentlemen: 

To show you my appreciation for the kindness 
shown me during 1918, I wish to thank you kindly 
and say to you that you have helped me make this 
the best year in my business career. I followed your 
advice and found it profitable. All my bills are met 
promplly. 

I am glad to advise you of this and thank you for 
your kind and good advice. 

Wishing you a Bery happy New Year. 

Yours truly, 











The Credit Clearing House 


‘*‘Builder of Better Credits’’ 
Offices in all important cities 
Executive Offices: 440 Fourth Ave.. New York, N. Y. 































OF 
STYLE ana QUALITY 


CARRIED 


IN-STOCK 


ENGLISH TOE 
McKAY WELT 
FLEXIBLE 


GUN METAL LACE, 
High Cut, B to E, 24-7 


$3.40 


GUN METAL LACE 
High Cut, C to E, 11%-2 


$2.85 
| BACON-ROLLINS Saal 


SUCCESSOR TO GEO. F. DANIELS Corp 
LYNN, } 
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MAKES SHOES BETTER, SAVES 
TIME AND MONEY, OVER- 
COMES WELTING ‘TROUBLES 


Mr. Manufacturer you have hoped that some 
Peagpions Id do COMES SPOOLED IN 
one wou o for you what we have 50 AND IOO YD. LENGTHS 


-done. You have longed for: an easy, inexpen- 

sive, dependable way of reinforcing. innersoles., You have seen lasters bothered: and their work 

made defective because of ordinary methods, of innersole reinforcing. ‘“Panco” reinforcing tape 

is your salvation. It increases strength where welt and upper meet. It guarantees shoes of uni- 

form quality. It assures perfect toe lines. It prevents welting trouble no matter what factory 
conditions are. It saves channels from being knocked down. 
It builds up and adds strength where strength is needed. 


It provides for a tight in-seam, and 
when applied to straight Goodyear 
innersoles overcomes wiper troubles 
have with No.5 lasting machines. 

reinforcing the toe with ‘““‘PANCO” 
REINFORCING TAPE as in illustration 
No. 3 the machine cannot force back the lip 
and substance between, thereby mg weak- 
ness where the shoe should ne siren. ‘oO carry 
“PANCO” REINFORCING TAPE all way 
around innersole as in i!lustration No. 1 
costs very little, and all advantages obtained 
zh use as in illustration No. 3 can be had 
at an insignificant price. All stitching is flush 
with innersole surface. The tread remains 

th. It may be covered as illustrated in No. 2 








Write us relative to price 
and our special trial offer. 





PANCO 
COMPANY 


CHELSEA - MASS. 
U. S.A. 


SHERBROOKE, QUEBEC, CAN. 


Seite 











so 
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No. 823—F. B. & C. No. 24 
Grey Kid 9 inch polish. 17-8 
Full Louis Heel, Cloth Top, 
Turn Sole........ Price $3.75 


IN STOCK 


GREY AND MOUSE KID BOOTS 
CLOTH TOPS TO MATCH—TURN 
SOLES—FULL LOUIS HEELS 


No. 8—F. B. & C. Mouse Kid 
9 inch polish. 17-8 Full 
Louis Heel, Cloth Top, Turn 
RS ees Price $3.75 





| Terms; 2 per cent 10 days, net 30 





ELLIS-EDDY COMPANY. 


SHOEMAKERS 


HAVERHILL, MASS. 


BOSTON OFFICE ° 


207 ESSEX STREET 











GSSSSEEEEE 


of price to the basis of real value. 


quent service is there. 





You will‘ profit by selling the Mayer Honorbilt 
Shoes for they raise the transaction from the level 





People want reliable quality and they buy Honor- 
bilt Shoestbecause they know the quality and conse- 


F. Mayer Boot & Shoe Co. 
Milwaukee, Wis. 


























Cinderella 
Silver Slipper 
Cleaner 


The standard preparation 
used and recommended by 


leading manufacturers for restoring cloth 
of silver footwear. 


Instantly removes all tarnish and re- 
finishes with silver the worn surfaces. 


In packages for retail trade. 


Produced by 


EVERETT & BARRON CO. 
PROVIDENCE, R. I. 


For Cleaning and Polishing White Kid Footwear 


|” Cinderella White 


PATTI 








gMNTLTEET Eg 
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OF SALESMEN — 


FEBRUARY 













136 DIFFERENT WIDTHS 
MEN’S*AND BOYS’ SHOES 
IN STOCK 







~ " QoeEenre 














MORTY salesmen will this season be at the service of the trade. The entire United States will 
be covered. Our standardized shoes are now internationally known. There is a great period 
‘Gufor American shoe merchants ahead. Some dealers are already awake to the advantages 
“of our standardized shoes. They are reaping rewards selling our shoes that they could not 
possibly secure if they bought of manufacturers making 57 varieties over one last. Our 
methods of manufacturing guarantee better shoes at lower productive cost. This means 
we are able to sell under the market and still secure for ourselves reasonable profit on our 
investment. Naturally we make the dealer’s capital go farther. He can buy more shoes for ° 
the same money of us and he can make more profit on the shoes when they are sold and still 
maintain satisfactory service for the store. The results are an advantage to the dealer and 
to his customers. We want you to see the new lasts that we have added to our lines. Alto- 
gether our assortment embraces 136 different widths of Men’s and Boys’ Goodyear Welts. 
Handsome goods, well made, beautifully finished and promised to come through to you in 
first class shape. Know what real service from Stock means. 


Try Carter’s Co-operation 


J. W. CARTER CHICAGO COMPANY, CHICAGO, ILL. 


SLIP THE COUPON INTO AN ENVELOPE AND START IT ALONG TO US WITHOUT DELAY 


asa 































J. W. CARTER CHICAGO CO. 
CHICAGO, ILL. 

Gentlemen— We are interested in seeing standardized shoes for men and boys. Without obligating 
us we would like you to send samples or have salesman call. 


FIRM NAME 
ADDRESS 





Salesmen’s Convention, La Salle Hotel, Chicago, Week of February Third. Complete Sample Lines on Display. 
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HOW TO READ A BANK REPORT 





















“— d L 99 Report of American Trust Co. to the 
(2) emand Loans Bank Commissioner, Nov. 1y 1918. 

‘ . : ASSETS 

Demand Loans are generally secured by high- Demand Loans............. $5,146,474.97 
grade, quickly convertible collateral of a value inbeantieinces tel ans 4,907,770.56 
usually at least 20 per cent in excess of the loan. Time Loans................ 16,847,160.36 
A considerable portion of the demand loans is — sees rere rete. sy 1,597,811.12 
made to borrowers who are not depositors. Pay- paras: wna mena 
ment of this class of loans can be demanded and _nvyestments............... 2,540,169.28 






enforced at any time, thus constituting an asset 
which is practically cash. These are known as 






$31,447,386.29 







“Quick Call” loans. LIABILITIES 
MIN. 6<. «cscs Hui otant $25,786,343.65 
If payment is demanded before 11 A. M., they RES ES 1,000,000.00 
must be paid before 2 o’clock of the same day. Surplus Earnings........... 2,655,231.52 
Acceptances...........0.00. 408,000.00 
I v0. iis h 06 kccivies 1,597,811.12 





In our next advertisement we shall consider ‘“‘Time 


Loans.” $31,447,386.29 


AMERICAN TRUST COMPANY 


Bunker Hill Branch 


Federal! =. Bank 50 State St., Boston City Square, Charlestown 








The second of a series of advertisements 


Se eee ee 
THE SPRING AND SUMMER SEASONS WILL BE 
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STRONGLY A LOW SHOE PERIOD 


It is quality not price that is uppermost in the minds of 
the consuming public. Buy with this thought in mind. 
The quality standard maintained in making 


KEITH’S KONQUEROR SHOES 


has been time-tested. To build up a reputation 
for retailing shoes of such quality and style will 
gain the confidence and steady support of a long 
line of customers. 









Spring and Summer Stock Styles of Keith’s 
Konqueror Shoes are Catalogued. Send for 


copy. 






**NATURE” 
A Man’s Tan Calf Oxford 


THE PRESTON B. KEITH SHOE CO. 


| 
| 


| BROCKTON (Campello Sta.) MASS. 
New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex Street 
x2 . << ¢ ane — ——— eS a a 
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Like Tempered Steel 


Y a process exclusively Firestone this line of 
Footwear is given a “tensile” strength as of 
tempered steel—tough and durable, but yieldin3, 

and comfortable, making, a friend of every buyer. 


Firestone has proved new possibilities of Specialized 
service in the field. 


Tell your customers that they must wear a Firestone 
Rubber Boot or Shoe to know how much can be done 
to keep dry, warm and comfortable no matter how or 


where they work. 


If you have not yet Zotten in touch with the Firestone 
man, do so before ordering. He can supply you 
promptly from sample stocks. 


FIRESTONE TIRE & RUBBER CO. 


FIRESTONE PARK AKRON, OHIO 


Rubber 


ne F ootwear 
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T-33 
24-inch base 
8 inches over all 


4x8 plate 








GLASS FIXTURES 
MAKE BEAUTIFUL 


SHOE DISPLAYS 


Always stylish—whether used with men’s, 
women’s or children’s shoes. Clean, bright, at- 


tractive. 








Crystal Fix- 
tures make 
possible beau- 
tiful windows. A-33 
They display 2}4-inch base 
the shoe—not lanai ito 
the fixture. 
They afford a prominent, uncrowded window. 


All styles and numbers ready to ship from 
stock. Write for Catalog No. 9, illustrating 

















Used by best 
merchants. 








D-33 
4 4, plate 





complete line. 


CRYSTAL FIXTURE 


359 Monadnock Bidg. 


COMPANY 











Fancy Spats 
Fine Grade Felt 
Well Tailored 
The Kind That FIT 


10 Button, Black, White, Castor, 
Dark Gray, Light Gray, Brown. 


$15.50 Dozen Pair 


The Lincoln Company 
General Shoe Store Supplies 
1508 Washington Ave., St. Louis 











PUTT 





= 
= 
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a 
- 
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CHICAGO spent 


7 inches ever all 


INCREASE YOUR SALES BY USING 
“AJUSTO” BOOTLEG FORMS 


Your check, money*order, or cash, for $3.00 will bring you a dozen forms. When 
you see just how useful, how necessary they are, to create most favorable impres- 
sion on possible buyers’ minds, you'll want more. “Ajusto” Bootleg Forms smooth 
the shoes out—doll ’em up so to speak, and make them move rapidly at good profits. 


All deliveries F. O. B. Pittsburg, Kansas. Spats can 
also be shaped up with ‘“‘Ajusto’’ Bootleg Forms. 


U. S. SPECIALTY MFG. CO. 


DEPT. A, 


PITTSBURG, KANSAS 








.Trade-marks in Foreign 
Countries 


Do -you the Importance Trade 
Cc tenico. the South pa edy mee or ee Europe, 


Asia 
Custshs Bandi Countian aunsit sutheitee wninicants din tn 





trade name or mark to the first applicant, irrespective of prior 

another. sor mark to the first applicant, irespoctive of peor use by 

countries. : 

Dengrunent fay, epupondto Gromply handle rout epginton 
your 

for Ri of 

fo the United States, ‘Address all Enquirice te'Bost and Shoe Roce der 

Patent and Trade-mark Department, St., Boston, Mass. 
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Brockton 


- SHOE CONCERN ELECTS 
OFFICERS 


Recognition of Long Service 


At the election of officers of the 
Stacy-Adams Company, held January 
28, the following were chosen: Presi- 
dent, Clarence P. Waide; vice-presi- 
dent, W. H. H. James; treasurer, Oliver 
B. Quinby. President Waide, who is 
well known as one of the veterans 
among shoe traveling men, has been 
associated with Stacy-Adams Company 
for nearly 40 years. He has a remark- 
able record of efficiency in his line of 
work and his election to the presidency 
of this important concern is a deserved 
recognition of long and faithful service. 

Vice-president James has been asso- 
ciated with the house for more than 20 
years, traveling through the North- 
west. 
salesman, one who has built up a large 
and prosperous business in the territory 
which he has so long represented. 

Treasurer Quinby, senior member of 
the house, has been associated with the 
concern almost since its beginning and 
has been treasurer for many years. He 
is one of the oldest and best known 
members of the New England shoe 
manufacturing trade and enjoys the 
high esteem of all who know him. An 
extended article regarding the death 
of William H. Stacy, one of the founders 
and late president of this concern, 
appears elsewhere in this issue. 


ADDITION TO SALES FORCE 
Concern Introduces Young Traveler 


Stacy Bearse, a nephew of the late 
W. H. Stacy, will start on his first trip 
next month with Stacy-Adams Com- 
pany’s Fall line of men’s fine footwear. 
Young Bearse, who is a graduate of 
Brown University class of 1916, was 
employed at the Stacy-Adams Company 
factory for two years following. For 
the past year he has been in the Coast 
Artillery branch of the United States 
Army, originally being stationed at Fort 
Munroe, Va. When the armistice was 
signed he was at Fort Adams, having a 
lieutenant’s commission. He has now 
received an honorable discharge from 
the service. Mr. Bearse will cover 
Pennsylvania, West Virginia, New 
York State and New Jersey. Bearing 
a name which is highly honored in the 
shoe trade and associated with a house 
which has an enviable reputation for 
excellence in ‘men’s footwear, Mr. 
Bearse, who has bright, engaging man- 
ners, is making an auspicious start on a 
promising business career. 3 


He is of the highest type of 


‘ to place in positions. 


SHOES BY TRUCKS 


Feature of Footwear Transportation 

The use of trucks by Brockton shoe 
manufacturers in shipping goods to 
Boston, New York and other points 
has made a remarkable growth during 
the past year. Owing to the open 
Winter and almost-Summerlike road 
conditions, this truck transportation 
was carried on to an unprecedented 
extent during the month of January. 
Some of-the local concerns operate their 
own trucks, while others hire trucks 
from concerns, making a business of 
that work. The congestion of tran- 
sportation lines last year brought about 
the beginning of truck deliveries. Now 
that these have been demonstrated as 
practical, they will undoubtedly show 
a steady growth during 1919. 


Returning Soldiers Want Positions 


Many enlisted men who have recently 
been honorably discharged from the 
United States Army and Navy forces 
are seeking positions in this city. The 
Brockton Chamber of Commerce is 
co-operating, so far as possible, with 
these men in their desire for employ- 
ment, by getting them in touch with 
manufacturing and retail concerns. An 
official of the Chamber of Commerce 
says that those who were doing clerical 
work before they went away are hardest 
Shoe factory 
workers and mechanics, and even un- 
skilled employees find work more 
readily than those who formerly worked 
in offices. 
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FACTORY SPACE IN DEMAND 
Vacant Buildings Are Few 


There is an unprecedented call for 
factory space in Brockton. At the 
present time, there are less vacant floors 
and buildings in the manufacturing 
district than at any previous time. 
Several new concerns wishing to locate 
in Brockton for the production of shoes 
and kindred lines are unable to find 
locations.* These are financed by 
Brockton men, who are ready to pur- 
chase or lease factory space and get 
their business into operation without 
delay. 


NARROW TOES AND LONG 
VAMPS 


Featured in Men’s Shoes 


Developments in the shapes of men’s 
lasts for the Fall of 1919, point unmis- 
takably to the extreme narrow toe. 
The medium narrow toes, which have 
been added to the factory lines, will be 
supplemented by the narrow toes. 
These extreme narrow shapes mark a 
complete reversion from the wide toes 
which have been so much in vogue dur- 
ing the, past two years. The extreme 


narrow toe will ‘stick’? two sizes or © 


more, in order to give toe room, as well 


_ as to obtain the long vamp effect which 


is being sought after. That is to say, 
a size 7 on this extreme narrow toe will 
“stick” size 9 1-4. These lasts will 
carry 9-8 heel, this height affording the 
right balance for the foot. There is no 
question, shoe manufacturers say, but 
that narrow toe lasts will be a feature of 
the trade for the coming season, in both 
men’s and women’s welt footwear. 


Haverhill | 


ADOPTING THE UNION STAMP 
Several Factories Will Take Action 


The stamp of the Boot and Shoe 
Workers’ Union, which for several years 
has been used by a number of shoe 
manufacturing concerns in this city, 
will, in the near future, be further ex- 
tended. Two of Haverhill’s largest 
concerns making women’s McKay shoes 
recently adopted the union stamp. 


Others are contemplating similar action. — 


They believe that the contract of the 
Boot and Shoe Workers’ Union is one 
which makes for harmony and con- 
tinuous factory production to a greater 
extent than any other plan which can 
be pursued in the interests of manu- 
facturers and their employees. They 
regard the Boot and Shoe Workers’ 
Union as a responsible, reliable organi- 


zation and one which is fair alike to 
employer and employee in its contract 
relations. 


DECLINE IN MEN’S SLIPPERS 
Buying Less Than a Few Years Ago 


“Sales of men’s slippers,” said fa 
manufacturer, “particularly of the finer 
grades, is dwindling every year. Up 
to a few years ago it was quite the thing 
for men to receive from their wives 
or sweethearts, slippers as Christmas 
gifts. These were usually of the better 
grades, for which, at that time, retail 
prices ranged from $3.00 to $3.50 a pair. 
Now, however, with the rising costs of 
materials which go into men’s good 
slippers, this trade has been greatly 
checked, for the women who formerly 
bought men’s slippers for presents at 
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NOTE THE SPECIAL VALUE OF 
THIS HIGH GRADE SHOE 


Just examine the prices and compare the quality and you'll recognize 
immediately the superior value of this shoe for misses and children. 
workmanship—choice leather—gun metal, whole quarter, unlined, soft tip— 
button or lace. 


IN STOCK. SHIPPED IMMEDIATELY. ORDER NOW! It’sa 








SMOOTH 
INSIDE 

STRONG 

OUTSIDE 










to 8 





Lace 


$1.60 


B-3222—Child’s Button 


23—Child’ s Button 5 
9» 








81% to 12 







B-3219— Lace 

$1.90 
B- 3221— Misses’ Button 124%to 2 
B-3218— Ks = 
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Splendid 


KINDER-GARTEN 


A line that rani good, 


popular, 
dise for 


ing merchan- 


easy-se 
Backed 


live dealers. 


by a house of 73 years’ experi- 


ence. 
today. 


Smith-Wallace 
Shoe Company 


Adams and Market Streets, 


CHICAGO, ILL. 


WELT 


New Catalog-B now being mailed. Write for your copy 














Indispensable Tool 
for Shoe Dealers 





tips in- 


The “Universal’”’ Shoe Lace eee 
Made of 


stantly by simply pressing the 


 cagmnane, ¢ 


tempered steel—will not break. Hinks polished and 


nickel-plated. 
GUARANTEED—We will replace any Faulty Tipper 


Saves its cost on one busy day. 
Price $1.25 each 
Special discount to Jobbers. 


Send for catalog of Shoe Lasts & Stands, Mogle Jacks, 
Lap Lasts, Nail Cups, Heel Plates. etc. 


THE ROOT-HEATH MFG. CO. 


PLYMOUTH, OHIO, U. S. A. 
N. Y. Office, 90-92 W. Broadway, D. N. Winner, Mgr. 


on receipt. 








Trade-marks in F oreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia 
and Africa? 

Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to 
the first applicant, irrespective of prior use 
by another. This allows the piracy of valu- 
able trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all For- 
eign Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 
St., Boston, Mass. 
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$3.00 a pair, balk at paying from $5.00 
to $6.00 for practically the same goods. 
Another reason is that men don’t stay 
at home evenings as much as they used 


to. They keep their shoes on from the" 


time they get up in the morning till 
they go to bed at night.” All of this is 
reflected in the fact that a concern 
which formerly sent out over 100 
samples of men’s slippers now shows 
barely 25 styles. 


CHANGE IN WOOD HEEL 
CONCERNS 


Several Houses Reorganized 


Following the purchase of the Slipper 
City Wood Heel Co. by Fred W. 
Mears of Fred W. Mears Wood Heel 
Co., other reorganizations of Haverhill 
wood heel concerns have taken place. 
William Estes, formerly of the Slipper 
City concern, has associated himself 
with the New England Wood Heel 
Company of River Street in this city. 
Albert B. George, Maurice Bloomfield 
and Charles H. Poore have purchased 
the Superior Wood Heel Company of 
Potter Place. The National Wood 
Heel Company has purchased the Essex 
Wood Heel Company of Wingate 
Street. There are several other wood 
heel establishments in which changes 
may be made. 


NEW CORPORATION FORMED 


Will Manufacture Shoes in This 
City 

Constantine Condikey, Charles M. 
Counelis, Oscar F. Emery, Thomas 
Ameadgis, W. J. Papouleas, N. N. 
Pappas and C. G. Fields are the or- 
ganizers of a new corporation, formed 
under Massachusetts laws, with a capi- 
talization of $150,000, to manufacture 
shoes in this city. The concern has 
taken over the Peerless Shoe Company, 
in which one of the members of the new 
concern has an interest. The business 
will be enlarged at its present location. 
The officers are: .President, Constantine 
Condikey; vice president, Oscar F. 
Emery; treasurer, Charles M. Counelis; 
clerk, C. G. Fields, and a board of seven 
directors. 


ARMY OFFICER PROMOTED 


Member of Local Trade Has High 
Rank 


Thorndike D. Howe, member of the 
sole leather firm of Howe & Fenlon 
of this city, who went to France as 
Lieutenant Colonel in the 102nd Field 
Artillery, has been promoted to a full 
colonelcy in the Army mail service. 
This promotion dates from November 
14, 1918. Colonel Howe, who was 
formerly major of the Cadet Artillery 
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of Salem, Mass., was one of the leaders 
in the movement that brought about 
the organization of Battery A _ of 
Haverhill. His appeals for recruits 
during the ea.ly days of the war brought 
the enrollment of many recruits. 


NO LOWER PRICES 


Manufacturers Convinced on this 
Score 

That it will be out of the question for 
any shoe merchant to purchase next 
season’s goods at lower prices than he is 
paying at the present time’is the state- 
ment made by practically all Haverhill 
shoe manufacturers. Special emphasis 
is laid on the fact that good grades of 
kid leather, which are used to such a 
great extent in the production of Haver- 
hill shoes, is well cleaned up by domes- 
tic buyers and is sought by large foreign 
purchasers. Some of the latter are now 


in the Boston market seeking kid 
leather. All conditions, local manufac- 
turers say, labor as well as materials, 
tend toward higher and not lower prices 
for the Fall of 1919. 


CLOTH TOPS FOR WOMEN’S 
BOOTS 


Increased Use of This Material 


The continued high price of desirable 
upper stock of all kinds is one which 
will have a considerable influence in 
the showing of women’s boots for Fall. 
Cloth tops will be utilized to a con- 
siderable extent as a means of reducing 
the cost of footwear. While the color- 
ings in cloth will not be as varied as 
formerly, there is, nevertheless, a con- 
siderable variety in grays and browns 
in addition to the standard black and 
white shades. 


Des Moines, lowa 


One of the new shoe stores for Des 
Moines, Iowa, will be known as the 
“‘Hegens’ Shoery,” located on 7th 
Street. They will carry a complete 
line of men’s and ladies’ fine shoes. Mr. 
Hegens is also interested in the Globe 
Shoe Department on 4th Street, which 


_they will also continue. 


R. B. Ellis, manager of Harris- 
Emery Shoe Department, returned 
recently from the East. He visited 
New York, Philadelphia, and also 
attended the Style Show at Boston. 
Mr. Ellis is now conducting a clearance 
sale and reports a wonderful business. 

The W. L. White Shoe Co. is con- 
ducting a Reorganization Sale. W. L. 
White after fifty years in the shoe 
business, retires from active manage- 
ment. ‘The W. L. White Shoe Co. will 
continue as heretofore under the man- 
agement of Mr. J. Limogs, a thoroughly 
experienced shoe man formerly of 
Sioux City, lowa. This change necessi- 
tated a readjustment and they antici- 
pate raising $20,000 from their enor- 
mous stock by February 1. The officers 
are: Joseph Limogs, president; W. L. 
White, treasurer, and R. J. Barnes, 
secretary. 


News of Men and Events 

Geo. F. Breck, proprietor of the 
Walk-Over Boot Shop, is conducting a 
Customers’ Dividend Sale, and reports 
an excellent business. 

Milo Slade, who conducts the Slade 
Shoe Shop, is also featuring a Semi- 
clearance Sale this week. 

H. B. Tolson, manager Wilkins Bros.’ 
Shoe Department, is featuring a Clear- 
ance Sale, and reports an excellent 
business. 


H. E. J. Schmidt, who was formerly 
Manager and Buyer for the Frankel 
Dry Goods Co., at Oskaloosa, is now 
with the Harris-Emery Co., Des Moines, 
Iowa. 

J. K. Elwell, formerly a member 
of the Elwell-Field Shoe Co., Des 
Moines, Iowa, is now president of the 
Des Moines Welfare Bureau. 








MISCELLANEOUS 


Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks 


SHOES 








No Quantity Too Large. Short 
Leases Taken 
GLOBE MDSE. CO. 
Indianapolis, Ind. 

New York Office 
28 Lispenard St., New York City 


Merchandise of All Kinds Purchased 








The Influence of the 


Boot and Shoe 
RECORDER 


with retail shoe buyers is 
the greatest aid your sales 
department can possibly 
have or get. 

























The Year’s 
Business with 


the World 





Leather and Shoe Ex- 
ports and Imports Com- 
piled by the Bureau of 
Foreign and Domestic 
Commerce 















































Hides and Skins: 
6s cae baie bs aN aaekeeian 
SDD...» 5.0. 4-ba ules aatdid wail deli wi aame 
CN i rk, 2 cieretstng hee een Sees 
Horse, colt and ass................... 
Kangaroo and wallaby............... 
i ke6is scan di eehenes phen. 
All other (except fur skins)............ 


Leather and Tanned Skins: 
Goat (tanned for morocco)........... 
Patent, japanned, varnished or 
ERE ET PES LATICES 


eer en oa 
Upper Dressed: 

Sr eee 
Upper Dressed: 

pe 

IND, caw cseeypv-cevens nds 

REISS SH Se AA OF 


cca Rete d HORte kde k aca eee 
eee 200 FUE. ce EU ee rs ccremnnn 
ELT SE ET Eee eee 
Se 2.25 eck oe kk a noes 
Med eas gaaiss ncakae Oke 
Leather and Tanned Skins: 
| ER ey epee er ee Reet 
Sole. . 
Upper 
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ee ee ee 
Boots and Shoes: 
OE CODON 


Wes Sb a bo i ett hae wo on 
NN a, Soul ou pare ee B ae wets ares 





July 1. 








Year ending December 


1918 
$1,547,268 
2,953,959 
52,015,785 
30,490,197 
719,685 
733,133 
17,402,052 
2,167,768 





$172,603,316 $209,730,440 


$108,029,847 


327,952 


187,060 
1,799,446 


893,963 
267,027 


179,607 
283,615 





$1,624,212 
362,389 


866,899 
681,951 

13,864 
215,493 





$1,778,207 


. 4,205,603 
14,164,982 


7,919,776 
1,868,435 
' 9,728,323 
8,076,599 
3,992,110 





$100,498,137 


$55,126,140 


18,458,808 
9,710,984 
4,151,222 





$32,321,014 
335,048 


If you would be conversant with supplies of materials brought into and sent out of this country, study these figures 
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SPRING CATALOG, No. 15 
NOW READY 


Sixty lines of Medium Grade Women’s, Misses’ and Children’s 
Oxfords, Pumps and Straps— Welts and Turns. 
Now Ready for Shipment. 


(A card brings this catalog to you) 


L. B. EVANS’ SON CO., WAKEFIELD, MASS. 
















WANTED TO PURCHASE WANTED TO PURCHASE MISCELLANEOUS 
WANTED FOR EXPORT NATIONAL 
rou) == SHOE 
Entlre Stocks PLATES 


FOR CASH 

NEW YORK EXPORT 
PURCHASING CORPORATION 
$15-517 Broadway, New York City, N. Y. 














3 sizes for all Shoes 


We Buy for Cash MISCELLANEOUS 
Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobe, 

NO QUANTITY TOO LARGE 


We also pi 
from retai 








T Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 
Shoe Dept., Martin Posner, Manager 
537 Eeooduay, New York, N. Y. 





Immediate deliv- 
eries 








NATIONAL SHOE 

PLATE MFG. CO. 

1248 West Third St. 
Cleveland, O. 























Metal Shoe Fitting Stools 
And Floor 
Mirrors 

















ERS & BRO, 


MISCELLANEOUS HLAND BUMP: HA 


Milbradt Rolling 
Step Ladders 
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Write for The Chicago 
“pee Wire Chair Co. 
621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS 
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Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 
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page per issue: 


3inch.....12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 





“‘Recorder’’ rates for space less than one-eighth 


Space 1 time 7 times 13 times 
linch..... $4.00 $3.00 $2.75 
2inch..... 8.00 6.00 5.25 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED. Three cents per word for 











Minimum amount 
vertisements, five cents per wi for insertion. Minimum 
26 times 52 times pted One Dollar. Ads under this heading will be received 
$2 50 $2 00 up to five o’clock Aye P.M. When advertisers desire answers to 
“e . come in care of this office, twelve words must be allowed in each adver- 
4.75 4.00 tisement for address. When advertisers desire forwarded direct 
7.00 6.00 to their address, each word of the address must be counted in the 
. . pi A and paid for accordingly. Answers to ads. must be sent 

9.00 8.00 | under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


each insertion 
ted, sixty cents. For other ““Want” ad- 











SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 








ANTED—Salesman calling on shoe manu- 

facturers and findings supply houses to carry 

a line of mercerized shoe laces on commission. 

“7 stating experience and territory covered, 
. Box 1296, Providence, R 


> HOE SAL ESMAN wanted with established trade 

on commission for Baltimore and Washington 
by Philadelphia Wholesale Shoe House. Address 
reference and etc., B203, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


SALESMAN, experienced, who has traveled 
through New York City and Brooklyn, to 
represent sj cialt ee of women’s, misses’ an 
children’s shoes o! h and medium grades. Also 
resident man for B + Tad and vicinity. Com- 
mission basis only. Address K126, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


SALESMAN FOR IOW A—Prominent trade 

marked children’s line, stocked in Chicago. 
Over 200 samples, Turns, Welts, McKays. Medium 
and ~ my established trade. Qualifications. 
Successful record in Iowa. State age, married or 
single, lines carried. Address B201, care Boot and 
Shoe Recorder, Lees Bldg., Chicago. 


RESIDE tNT SALESMAN—Milwaukee and ad- 
jacent_territory, Kansas City and adjacent 
territory, Dallas or Ft. Worth, Texas and adjacent 
territory, Seattle, Washington and adjacent terri- 
tory, Yenver, Colo., and adjacent territory, 
Memphis, Tenn., and adjacent territory. Promi- 
nent trade marked children’s line, stocked in 
Chicago. Over 200 samples, Turns, Welts, Mc- 
Kays. Medium and good grades. State age, 
married or single, past selling record, references. 
Address B202, care Boot and Shoe Recorder, Lees 
Bldg., Chicago. 


GALESMAN wanted to travel ‘out of Boston for 
job lot shoe house specializi on women’s 
novelty styles. Must be experienced in handl ing 
retail and department store trade. Give f 
information concerning self in replying. Address 
B200, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


JANTED—Salesmen ‘to carry side line > of 

“Vogue Style” Spats. Quick sellers, os 
repeaters. territory open. Address V 
Novelty C na & ial Tribune Bldg 
Cincinnati, Ohio. 


E have territory open for a side line of infants’ 
and children’s turn , in stock, on 6 per 
cent commission, for the Southern, Western and 
Middle Western States. Reference must accom- 
pany the first letter. Address B196, ans a and 
hoe Recorder, 207 South St., Boston, M 


OPPORTUNITY for salesman to carry a —— 
side line of growing and children’s shoes 
on commission basis. ‘Territory open includes 
South, New York State, Pennsylvania, Ohio. 
State present , territory covered, and 
for whom selling in the last five years. Address 
B193, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 




















ALESMEN WANTED—To | “Federal 
Shoes for Boys” in several Mid Western 
—"2 Gongeet in stock; commission 
giving details of 


Address in 
— a. Federal Shoe Co., Lowell, Mass. 
X7ANTED—Live wire salesman, acquainted 
with shoe and Finding Trade, to Cotere 
Ton Pads, either straight or side line. Cotero 
Cushion Mig. Co., Burr Bidg., Scranton, Pa. 








WANTED—LEATHER SALESMAN 


Experienced Man to sell Oak Sole Leather; 
should be well acquainted by shoe manu- 
facturers’ trade; experience in selling either 
- or sole leather canenttels acquaintance 

selling ability more important than knowl- 
edge of sole leather; all answers considered 
confidential. Please _by letter to E. H. 

ison, care ison Company, 12 

South Street, Boston. 











IN STOCK 
Men’s Medium Priced Dress Shoes 


Salesmen wanted to ca as side line 
on 6 per cent qoumuniiiten atte line of ten 
samples made by a Middle Western manu- 
ufacturer of Men’s Dress shoes. Valuable 
territory west of the Missouri river open 
to sal with established trade and 
carrying nonconflicting line. Send f 
particulars in t letter as territory is 
going fast. Address B197, care Boot and 
hoe Recorder, 189 W. Madison St., 








Chicago, Ill. 











POSITION WANTED 


WS ana lines. In women’s, men’s, 
boys’, misses’, children’s and infants’ lines, 
jobbers yt manufacturers _ for Richmond and 
ate of Virginia. Financially responsible for 
Aaqrens I. Y. S., 2707 "xsodaetes Ave., 
er 
GALESMAN with good references toqusling 
South—wishes to make a change. Wants 
Misses’ and Children’s medium price line. Address 
B172, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











FOR LEASE 


AVE desirable to lease for ladies’ and 
children’s shoe tment 


1 on sales 
Rowan ® pepater-eatond department store in Grand 





installed. Ai 


fixtures 
th Millinery Co., Chicago, Ill. 








RETO ae shoe man, windows, T. O. Man, city 
experience. Out-of-town preferred. Ad 
K124, care Boot and Shoe Recorder, 127 Duane 
St., New York. 








HELP WANTED 


SALES MANAGER—An_ exceptional oppor- 
tunity for a young ambitious man as sales 
manager for a shoe specialty house manufacturing 
name shoes for women and children in an Eastern 


— Apply sta ience and giving refer- 
204; care ~y bee and Shoe Recorder, 207 
South St., Boston, Mass. 


SHOE manufacturers making 1 500 | iy or day 
pho + — welt paler }. for 
aman e charge of er department. 
pegneans gh pt yy aa, in own 
» 8 a salary 
gy Tt OE -y 


expected. 
Recorder, 207 South St., Boston, M ass. 








SHOE BUYER 


and 
Department Manager 





One of Chicago’s largest whole- 
sale houses has a most unusual 
opening for a man who has the 
experience and ability necessary 
to manage the Shoe Department. 

We prefer one about 35 years of 
age who thoroughly knows shoe 
values and markets, and who has 
been a buyer or sales manager for 
a wholesale house or has had 
experience in writing copy for 
shoe advertising or for shoe 
journals. The position will carry 
a good salary and an unlimited 
field for advancement. 

In replying state your age, 
experience and salary desired. 
Address B199, care Boot and 
Shoe Recorder, 89 W. Madison 
St., Chicago. 


v 








FOR RENT 


— ren. RENT—Good location on Broad- 
_way, one of Brooklyn’s busiest thoroughfares. 

for shoe store. For details address J. L., 
416 Arbuckle Building, Brooklyn, N. Y. 











BUSINESS OPPORTUNITY 


fg mores as buyer and manager of large shoe 

department by experienced retail shoe man. 
Sucereuaty to make good all that I desire. 
A B198, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











EXPORT OPPORTUNITIES 








An American business man, 
who has extensive trade con- 
nections in Scandinavia, intends 
‘sailing in the near future. He is 
willing to represent several first 
class concerns handling Ameri- 
can-made commodities on con- 
dition that samples are furnished 
and a share of the expenses are 
met. Requests for further in- 
formation can be had by writing 
to Correspondent, care Henry G. 
Fritsche, 253 Broadway, New 
York City. 








Important French Firm 


handling shoe having a large con- 
oun a ‘ ee at coe 
American manufacturers. 


Perenetly Gin core Boot end Shoo Recorder, 
207 South St., Boston, Mass. 
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‘““Recorder’’ Occupational Bureau for Returning Soldiers and Sailors 


Honorably discharged from U. S. Army, 27 years old, 
wishes snappy, medium priced line of misses’, children’s and 
growing girls’ shoes for Michigan, which territory, I covered 
previous to entering the service, for three years with women’s 
and children’s line. Address S15, care of Boot and Shoe 
Recorder, 207 South Street, Boston. 





Experienced salesman, honorably discharged from U. S. 
Army, 28 years of age, would like to make connection with 
live wholesaler or shoe manufacturer. Twelve years in shoe 
business with traveling experience. Open for interview. 
Address S14, care Boot and Shoe Recorder, Room 97, 127 
Duane St., New York City. ‘ 





Discharged 1st Lieutenant desires employment with large 
shoe manufacturing concern. Graduated from Harvard in 
1916. Spent nine months in office of Churchill & Alden Co. 
as assistant correspondent. Understands Spanish corre- 
8 ence thoroughly. Interested in export trade. Address 
$13, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 

Army officer, just discharged after sixteen months’ service, 
desirous of getting into shoe manufacturing or shoe jobbing 
work. Considerable business experience having had a retail 
shoe business for last ten years. Have had experience as 
railroad agent, and understand freight and express schedules. 
Can operate typewriter. Strong; a hustler and 44 years of 
age. Address S12, care of Boot and Shoe Recorder, 207 
South Street, Boston. 


A young man with five years’ retail shoe store experience 
and 24% years’ experience on the road selling a line of sporting 
goods, including shoes, before entering the service, would like 
to make connections with some shoe manufacturing concern. 
Any territory. Has just returned on the Kroonland. Under- 
stands shoes thoroughly and is willing to work and receive 
promotion according to his ability. Address S11, care of 
“Boot and Shoe Recorder,” 207 South Street, Boston. 


A corporal with the A. E. F. returning to civilian life, 
would like to communicate with some manufacturer of McKay 
sewed shoes—some good line for the Southern trade. Six 
years’ shoe experience before entering service. Address S10, 
care ,““Boot and Shoe Recorder,” 207 South Street, Boston. 





Just been released from the U. S. Army, and would like 
to travel for a good shoe house. I don’t care what territory 
as long as I am assured of a good remuneration. Before en- 
tering the service, I was in the shoe business in Detroit. 
Address S9, care “Boot and Shoe Recorder,” 207 South 
Street, Boston. : 





A Lieutenant aviator just released from active service, 
would like an opening with a leather house. College gradu- 
ate. After leaving college, went directly into the Service 
as aviator. Would like an opportunity to learn the leather 
business. Address S8, care “‘Boot and Shoe Recorder,” 207 
South Street, Boston. 





EXPORT OPPORTUNITIES 








EXPORT OPPORTUNITIES 


WANTED TO PURCHASE 








GANNON BROTHERS 


110 MIDDLE ABBEY STREET 
DUBLIN, IRELAND 


Resident Buyers, and Manufacturers’ 
Agents in the Wholesale trade, are pre- 
pared to negotiate with United States 
Shoe Manufacturers (or firms in Allied 
trades), with a view to acting as agents 
on Commission for such firms, or being 
appointed Sole Buying Agents in the 
United Kingdom. Big Busi G 

teed. 














207 South St., Boston, Mass. 


a 
— 


WANTED TO PURCHASE 

















CASH PAID 


for shoe stores or surplus stocks ef shee 
er for other m Leases taken 
ever. We will send a representative te 
investigate and make offer upon request. 


Max Kalter Mercantile Co. 
100-102-104 Grand St. New York City 








Phone Spring 9418 


Highest Cash Prices Paid 





for entire shoe stocks. We also 
uy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
ire or Phone us 

ndence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 Beqndways New York 


Phone Canal 4119 
We also purchase clothing, 
hat:. furnishing goods. etc. 


Corres 
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BOOTS AND SHOES 


Allen, Foster, Bridgeo Co., Inc., Lynn, Mass. 
Allied Shoe Co., Newburyport, Mass 
Bacon-Rollins Co., Lynn, Mass 
Bancroft-Walker Co., Haverhill, Mass 
Bates, A. J., Co., Webster, Mass 

Berlow, Elias, New York City 

Blum Shoe Mfg. Co., Dansville, N. Y....... 
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— J. W., & Co., Nashville, Tenn., & 


Concord Shoe Co., New York City 
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Duane Shoe Co., New York City........... 55 
Ellis-Eddy Co., Haverhill, Mass............ 
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Three Carefully Selected Values 


From Oar Complete Stock of 


Misses’ and Children’s Shoes 





Little Trojan Little Trojan 


X 280—Gun Metal High Cut 


X 272—M any Side High Cut 
veg Polish, Dull ba McKay Sewed, 


Polish, Brown Cloth Top, McKay 


Sewed, 1-2 Double Sole, English 1-2 Double Sole, English Last, 
Last, Tip, sizes 2 1-2 to7, E wide. Tip, sizes 2 !-2 to 7, E wide. Price 
MR hc accidar denn suas $2.80 $3.05 
X 273—Same, sizes 11 1-2 to 2 X 281—Same, sizes 1] 1-2 to 2 

$2.40 60 
X 274—Same, sizes 8 1-2 to II, X 282—Same, sizes 8 1-2 to II, 
Orthopedic Last........... $2.10 Orthopedic Last........... $2.25 


X 276—Same style, All Mahogany 
Side, sizes 2 1-2 to 7, E wide. $3.65 
X 277—Same, sizes I] 1-2 to 2 


$3.10 
X 278—Same, sizes 8 1-2 to II, 
Orthopedic Last........... $2.65 


; "THESE above described styles are but a comparative few 


of the many we have ready in stock. 


We have always specialized pa on our children’s shoes 
and know you will find them all values that thrifty purchasers 
fully appreciate. 


Parker, Holmes & Company 


“The House That Helps’’ 


[Re MASS. 






BOSTON 
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BLACK KID BALS 
Composite Last 
Single Sole 






















A/D 
6/11 


B/E 
6/11 


A/C 
6/11 


$5.60 


AA/B 
.6 to Il 


AAA/A 
7 to Il 





BLACK KID FOXED BLUCHER 


E 6 to 10 
D 6 to 10 


Parkway Last 
4 Double Sole 


$5.75 


Prices Subject to Change Without Notice 













































The Dalton Company, 


Men’s Fine Shoes 


NEW YORK 
651 Marbridge Building 


BROCKTON, MASSACHUSETTS - 








————<—————— = 
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Inc. 





CHICAGO 
1415 Great Northern Bldg. 
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A Successful Selling Policy 


EVER to sell above—whatever the cost— 

but always as much as possible below pre- 
vailing market prices, is the policy which forces 
attention to Standard Kid. 


Today, as in the period-of advancing-prices during 
the war, the selling price of Standard Kid is based 
on the average cost of. raw skins, and not on the 
higher prevailing market prices. 


Be it Gray; Field Mouse, Black or Brown, you 
know exactly what to expect from a duplicate or- 
der, for when you see one bundle of a grade, you 
see all of that grade, now and always. 


Standard Kid is your guarantee of color, weight 
and grade uniformity. 


Inquiries Solicited 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 
207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES 
CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS. MO. 
I. LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL, 


STANDARD 


cain 


SS 
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LEVOR 
GRAIN 
KID 


THE WHITEST 
WHITE 


IN THE 
SPOTLIGHT 


Stands the rays 


of investigation 
y-Yo) Gam @ 0) OF 9 San 8 29 (6358210) 2S~ 
Also the leading colors” 2 


G. LEVOR & CoO. Inc. 


MANUFACTURERS 


(63 OF ORS 23° S28 8 3) ee ee & 
NEW YORK, 8&~90 GOLD ST. 


ST. LOUIS- LEATHER EXCHANGE BUILDING BOSTON-145 SOUTH ST. 
JOHNSON, STEPHENS & PATTON LEATHER CO. THE G. LEVOR COMPANY 
MILWAUKEE — A.R. MILLER COMPANY 
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The Newest Ideas 


as Usual 





UR salesmen are just getting into the harness now 
for the Fall and Winter campaign. 


Styles vary from year to year but you will find the 
THOMPSON line of Men’s and Women’s Fine Shoes main- 
taining their traditional high quality. 


The newest ideas in style tendencies merged with practical 
every day common sense. 





The THOMPSON Line in your store carries a prestige that 
has real sales value. Take a look at them. 





A post card will assure you of a call from our representative 
with the complete line. 


MEN’S FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON ' CHICAGO 
1017 Flatiron Building 207 Essex Street 35 South Dearborn St. 


Address all Communications to Brockton (Campello) Mass. 


THoMPsoN BROS. ING 
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BUYERS PAY FOR OUR SHOES 
NOT FOR OUR REPUTATION 
























DESCRIPTION 
No. 958 
O'BRIEN LAST 


Men’s Government Brown Side 
O’Brien Blu. Made with whole 
quarter, single leather sole. nla eg 
Leather counters. Full sized §§ [7° ieee ssrereitiTn 
tongues, fleeced lined. Leather 
top facings. In stock A, B, c,D 


widths. 


Price $4.85 
Less Discount 





Which can you make most money on—shoes or 
manufacturers’ names? 


You know—so do we—therefore we apply our- 
selves diligently to the production of shoes that 
will pay you to sell. 


Ree So - eS 
Se tennenene®® 


The O’Brien last, upon which style shown here is 
made, is beyond all doubt the most generally liked 
staple model now or at any time on the market. 


The man responsible for it was one of the few 
scientific shoe men that could sense public needs 
correctly and create that which would fill their 
wants satisfactorily. 


For your protection in buying we feel that you 
should know we are sole makers and distributors 
of shoes made over the famous O’Brien last. 








a 


J W. CARTER CHICAGO COMPANY 
CHICAGO, ILLINOIS 
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“NUBUCK” 


Registered U.S. Patent Office 


‘THAT there should be a heavy de- 
mand for NUBUCK is only nat- 

ural, in view of the pronounced call 
for suedes in fine shoes. 

There are, however, other reasons why 
the call for NUBUCK is so insistent. 
Through its peculiar fineness of texture 
and finish, NUBUCK has come to 
occupy an individual position in the 
estimation of quality shoemakers and 
dealers. 
¢ Either for whole shoes, or in sightly and 
popular two-tone combinations with 
our Gun Metal, the range of NUBUCK 
shades which we are offering meets the 
color situation perfectly from the 
standpoint of the intelligent shoe 
dealer. : 
Send for color pad of the genuine 
NUBUCK, originated and tanned ex- 
clusively by : 


A. C. Lawrence Leather Co. 
161 South Street, Boston, Mass. 


New York, Chicago, St. Louis, Cincinnati, 
Rochester, Gloversville 
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SATISFACTION 


WHEN you recommend and sell Griffin 
Lotion Cream or Glace Kid Cream, 
you are making yourself stronger with your 


customer for these Cream Dressings for 

’ home use will keep footwear in excellent 
condition at very small cost—and very 
little trouble. 





Feature these two 
Cream Dressings—the 
Griffin quality and 
Griffin reputation is 
behind them. 

















Sell your customer 
satisfaction 


ents crack- 
what cold 
it gray, 
Shades 


(white). 3 oz. $20 a gross $1.75 a dozen. 


GRIFFIN MFG. CO. 


69 MURRAY ST. 
NEW YORK, U.S.A. 
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O98, Side leather 


ps 


just like 


Y Te Deittaf alxpedt 


A Really Fast Color Side Leather 


ECAUSE we are not content to make You manufacturers and dealers who've had 


anything but the most perfect alternate = «¢oJor running” trouble in your side leather 
for calfskin we have spent much time and 


money in producing Side Leather that’s Shoes will be repaid by using “BELL 
absolutely fast in color. BRAND” COLORED SIDES. 


S. L. AGOOS TANNING COMPANY 


Specialists in Fine Veal and Side Leathers 
145 SOUTH STREET, BOSTON, MASS. 




















BOOT AND SHOE RECORDER Feb. 8; 1919 


— 
_ 
— 














‘The supply of cattle in the world, in 
ratio to population, has greatly decreased 
during the war. There is no surplus of 
hides, skins, leather or shoes, and in 
fact a shortage exists in a majority of 
the European countries.”’ 











The National Boot and Shoe Manufacturers’ 
Association has just officially called attention 
to the above facts. 


Everything points to the necessity of our developing permanently a new or 
additional source of supply. 


QUALITY ALONE 
WILL SURVIVE 


Millions of shoes have been soled with Loxsol. 
Loxsol is not only a trade name; it is distinctly a material. 


It is seldom trademarked. 

It need not be for it is distinctly different. 

A shoe manufacturer or dealer may use his own trade name. 
It has none of the defects of rubber or leather. 

It is superior. 


Specify it and see 





H. E. LOCKE & CO., INC. 


og eo 99 Chauncy Street pee oe 


New York f Rochester 
Philadelphia Boston, Mass. 
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“One Half More Wear” 


Says Mr. Sells 





J. P. Sells, shoe buyer, for the George B. Peck Dry Goods Co., Kansas City, 
Missouri, writes TheGoodyear Tire & Rubber Company, 
makers of Neilin Soles, as follows: 


Gentlemen: 
My experience with Neolin Soles has 
been highly satisfactory. It has taught me 
that you can expect at least one-half more 
wear from Neolin Soles than from oak leather 
soles; and I have used Neolin Soles both on 
my own and on my daughter's shoes. This has 
given me a first-hand knowledge of the wear- 
ing-guality of Neolin Soles, and I can 
safely recommend them as superior to leather 
for service. I have specified Neolin Soles 
on many of the lines we will use for men, 
women and children. 
Yours very truly, 
GEO. B. PECK DRY GOODS CO. 
J + + « eee, 
Shoe Buyer 





Other shoe buyers who have made personal tests of Nedlin 
Soles—like Mr. Sells—are thoroughly satisfied with the wear- 
ing quality of these soles, and have ordered them on an in- 
creased number of lines for the coming season. If you have 
not yet established a Nedlin-soled Shoe Department in your 
_ store, do so now. You will find it profitable, and a business- 
getter from the start. As a nucleus for this department, 
order Nedlin Soles on a business shoe for men, a walking 
shoe for women, a comfort shoe for middle aged men and 
women, on one number for boys, and one for children. 


The Goodyear Tire & Rubber Company, Akron, Ohio 


Nedlin Soles 








bee 
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FRED RUEPING LEATHERCO 


FOND DU LAC, WIS.,U.S.A. 


Seminole Calf | 


(Chrome Russia) 


in conservative shades A 


A Light Tan, No. 33 
A Dark Tan or Brown, No. 35 


While this leather has a uniform color, tight break and 
rich shade, we call your special, attention to the 


“Rubbery, Mellow Feel” 


which is a necessity in good shoemaking. Shoe manufac- 
turers having had trouble with boney leather are enthusiastic 
over this feature, which is conclusive evidence that same 


merits your consideration. 


Fred Rueping Leather Company 
Fond du Lac, Wisconsin 


—BRANCHES— 
Cincinnati Milwaukee 
Chicago San Francisco 
Northampton, Eng, 
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is carried. by thee 
hind of pad that 
specializes in. ser- 
vice— that one 
the most to 1 

customers, in s ile 
and in actual value 


of merchandise. 


saad oan: 


BOSTON OFFICE vet ESSEX St. 
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GAIN the short- 
age of all desir- 
able lines of Hosiery 
stares us in the face. 
There will be no produc- 


tion if the present strike 
spreads much further. 
Fill up the gaps while there is still 


a chance to secure desirable lines 
of “Onyx” Hosiery. 


Emery & Beers Company Ine. 


Sole Owners of ““Onyzx’’ Hosiery 
BROADWAY AT 24th STREET 
NEW YORK 


PHILADELPHIA OFFICE BOSTON OFFICE CHICAGO OFFICE 
1083 Chestnut Street 31 Bedford Street The Lytton Bldg. 
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New Castle Kid 


Sudge it by its users | 
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JF your manufacturer tells you he cannot 
~.° supply New Castle Kid in all the Kid shoe 
orders you place with him—tell him to fill 
out the order with the next best kid he can 


secure. 


x — $3 
— Oe a 


eet) 
SSS SS 


We wish we could completely meet all the 
demand that is coming to.us for New Castle 
Kid. 

.-But we cannot afford to use a cheaper grade 
of raw stock than that which is the basis of 
the New Castle quality priority. reputation. 
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Normal conditions are slowly returning and 
in some months’ time we hope to be able to 
meet every demand for New Castle Kid. 


eo 
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Meantime—please remember that nothing 
will tempt us to cheapen our product. It 
must and will remain the quality priority 


glazed kid. 


Color 1. (Havana Brown) 
remains the favorite shade 
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We have a limited amount of choice 
White Kid for those merchants and 
manufacturers who want some un-— 


usually fine White Kid Shoes. 
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New Gstle Leather Company 
New York City 


Boston Chicago Montreal 
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18-FT. GOODYEAR SHOE REPAIR OUTFIT 


OVER 


$300,000,000 


A YEAR 





is said to be the volume of the shoe repairing 
business of the United States. 


ARE YOU GETTING YOUR SHARE OF IT? 


If not, let us talk over with you the possibil- 
ities of a repair department. You will be 
interested to know what others are doing. 





United Shoe Repairing Machine Company 


BOSTON, MASSACHUSETTS 


Luneonenoenensuccnseucesensausnnenucsgucnouscscgscocsunacusenceguavesanyepsaucnseed® 
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Some Fine Glazed Kid 
O-X-F-O-R-D-S 


Black or Havana Brown 


Black Glazed Kid, High Heel, Plain Toe, $3.00 Black Glazed Kid, Low Heel, Tip. . . .$3.00 
Black Glazed Kid, High Heel, Tip... . . $3.00 Havana Brown Kid, Low Heel, Tip. . .$3.35 


Havana Brown Kid, High Heel, Plain 
Ms ns Ge. os vn er hs eds om $3.35 


ANTICA TING the present high prices, we ordered 


these shoes last July, and let. the manufacturer take 
his time. That is why they represent 


A Saving of 50c a pair 


Orders accepted in Case Lots Only 
All regular sizes C and D Widths 


S. ROSENBERG ™"3eii0""" 


209 ESSEX ST., BOSTON, MASS. 














HIS BUSINESS 
HAS GROWN BY 
LEAPS AND BOUNDS 














LITTLE’S SHOE PARLOR 


M. M. LITTLE, Proprietor 


COME IN AND HAVE A FIT 


Jan 8th, IvI19 





OcALA, FLA. 





The Scholl Mfg. Co., 
Chicago, Ill. 


Gentlemen; 


I thought you would be glad to get a few lines from this "Neck 0! 
the Woods." 


Since I graduated from the American School of Practipedics, my 
business has grown in leaps and bounds. Being a foot specialist has given 
me @ prestige among shoe purchasers, as well as those who are suffering with 
foot troubles of various kinds. 


I have done some wonderful things with Dr. Scholl's Foot Appliances. 
I can cite you one case of severe Metatarsalgia and weak Longitudinal Arch, 
a Mr. Matthews. This sufferer had spent two weeks in our City Hospital, and 
had gone on ¢rutches for more than five weeks, all this time being treated 
for Rheumatism. In less than two weeks after he came to me and had his feet 
properly fitted to Dr. Scholl's Anterior Metatarsal Supports, he was perfect- 
ly free of pain and has not had to use his crutches since and goes about his 
work in the usual comfortable way. 


In addition to this my shoe business has increased at least twenty- 
five percent since perfecting myself as a Foot Specialist. 


I had a commendable experience only a few days ago - one of my cus- 
tomers came for a pair of shoes and I could not fit her in the style she 
wished but she found it elsewhere and brought the shoe to my store on approval; 
with the understanding that if I said they were a proper fit she would pay for 
and Keep them. ; 


During the months of November and December my sales amounted to about 
two-thirds of my capital invested.in shoes, something that I have not done be- 
fore in so short a time. 

Very truly yours 


Inn A ceeee 








Mr. Little’s record is 
typical of thousands of 
other shoe dealers. Every 


- oe 9 hoe st hould have a 
Dr. Scholl’s aa roma eae oe pe 
, _ a euaite s,. 

; ‘ De. 

Foot Comfort Service nee: he ee 

I taken this progressive step, 
Pl now is the opportune time. 


Wonderful Business Builder 



































Feb. 8, 1919 


reno tae 
vas) 


5 
BRC 
xh 


Oe) | 


19; 


, FY iw) 
42@> ae yon 
BPO ESD» 


ize 


SS Etre 


Se 


Cy eh i Oy, SS SIS 
. bo) t> eo) Oe aS 
Yat A FD ee 1 OF 0 


Zw, 











Sy 
-. 


re 
FASE 
low. 














LD IPG 
32. 


a 
- 


>. 


~~ 
~“s) 


weft? 
>» 
{7 Sle) 


Yer r © 


ee i 


Liat 


1 Pay? 





‘7G 
= 
























BOOT AND SHOE RECORDER 


re designed 
4 le esigne 
Who know how to 
roduce unusually 
attractive footwear 

for Women— 
FExtreme core is 


—_ to sae te 
workmanship in 
ag’ With i 


keepin 
standards of style 
"A most profitable 
Ame agdreosite 


retail shoe dealers 


E:P-Reed 8 Co. 


ROCHESTER, N.Y. 





NEW YORK OFFICE 
299 BROADWAY 
W: 0-F-GIBSON, MGR. 
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<pot & SHOE 
WORKERS UNION / _ 























UNIOND$(STAMP 


Ry 





PRESTIGE! 
Union Stamp shoes have obtained a prestige in this country‘which 
. they. share with the most famous lines of trade marked goods. 


"Just as a-wise.buyer demands a Victor or a Columbia talking © 

- machine, just-as the prudent man looks with favor on a Stetson 
hat or a Steinway piano, just as the thrifty housewife looks for 
Ivory soap or the Sterling mark on her silver,'so does the Union 
worker of this country search for the Union{Stamp on the shoes 
that he purchases for himself and his family. | 


Union stamp shoes cost the retailer no more. 


They are made in all grades, at all prices, by the most experienced 
workers, and are the only shoes acceptable for the Union man 
and his family. 


Why not secure the prestige and added value of the Union Stamp 
on the shoes which you purchase for the coming season? 


Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street - - Boston, Mass. 
JOHN F. TOBIN, Gen’! President CHAS. L. BAINE, Gen’l Sec’y-Treas. 
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O°’ the young man of ~ 
correct taste—the mar - 
who knows what he 

_. wants, and gets it—the Lundin 
‘Shoe is a source of never-ending 
satisfaction. 


Classy in design, irreproachable 
in finish, superior in both 
--workmanship and material, the 
Lundin Shoe is always a good 
“buy.” . 


LUND-MAULDIN Co. 


MANUFACTURERS 
ST. LOUIS U. 8S. A. 
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FAIRY 1102 


Children’s Patent Leather Polish we f 
Cut, Dull Kid Top, Plain Wedge Hi 

‘urn 
Fairy 5 peered Polish, No oak, 
Plain, D, 1-5 $1. 
Fairy ax eet s Polish, W 
Heel, Plain, C-D, 3- $1. 
Fairy  ¢ Tgpepaed ie No Heel, . 
Plain, D, 1 $1.50 
Fairy M10 Chien’ s Button, Wed 
Heel, Plain, C-D, 3-8 $1. 





FOR LITTLE TOTS 























These lines are in stock at this issue, but owing to the 
largely increased sale on our line, we cannot guarantee 
to have a full stock all season. Purchase now to 


insure delivery. 








ahngetalmaeainaal _ Grieb Shoe Mfg. Co. 


Top, Patent Tip, No Heel 
531 MARKET STREET 


Fairy iy gar} Button, No by] 


Patent Tip, D, 1-5 1.40 
Fairy 115— Children’s Button, Wed PHILADELPHIA, 33 PA. 


Heel, Patent Tip, D, 3-8 


Tr 


IIIT 

















$10,000 IN TEN MONTHS 


The Credit Clearing House, 
440 Fourth Avenue, 

New York, N. Y. 
Gentlemen: 

I am enclosing you one of my sheels showing 
my condition January 1st. I think it looks pretty 
good for ten months’ work. After paying all ez- 
penses and the money I see my father I find I 
cleaned a little over $10,000 

I expect to see this year a $100,000. January 
is starting out with about $6, 

I want to take this comune to thank you 
for what you did for me in New York, as you are 
responsible for what success I have made. 

Wishing you a happy and prosperous year, and 
again thanking you, 
Respectfully, 


TIEUEIIIIIIITyIrrrr 


TEC I rrr 
ARSSITE IIT IT ISIE IIIII ETI III rryryryrryryy 


(TOE-SANdals for Modern Footwear) 


Will fit all heel shapes 
Toesan models for all women’s shoe styles 


CECI yryrrrrrr 


TrrrTr 


rrr 


Order of your jobber or 
write us direct 


BATTERMAN RUBBER CO. 
Boston 


pSaeueens 


The Credit Clearing House : 6s Wen on ee Si ae 
“Builder of Better Credits” : Wm. Sumner Smith, Mgr. 
Offices in all important cities 
Executive Offices: 440 Fourth Ave., New York, N. Y. 
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ANNOUNCEMENT 


The TRADE-MARK and name DUTTENHOFER, no doubt, are familiar to most of 
the leading shoe merchants in America. From the time our company started in busi- 
ness over thirty years ago, I have taken an active part in the manufacture of DUTTEN- 
HOFER shoes; selecting and buying the material which go into their construction. As 
president of this corporation, I have selected an organization of the highest type of 
men with executive ability and marvellously skilled in the art of shoe making. 


We have a modern factory with a capacity of 5,000 pair of shoes per day, rated with 
the foremost in the country, and equipped with all the latest improved machinery 
necessary to properly construct women’s fine welt, turn and McKay shoes; which means 
a great deal to the retailer who relies upon the quality of his merchandise to earn him 


a reasonable profit on his investment. 
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You must play safe in purchasing dependable styles, and give your customers footwear 
with a reputation for the most economical in quality and value. We have spared no 
expense in-giving the trade the latest models in styles, lasts and patterns that fit per- 
fectly, and are prepared to show you the most serviceable, comfortable and moderately 
priced line of ladies- shoes made. -- 


i i i 


Our plant has been successful, and we enjoy a large volume of business, because we 
firmly believe in giving the dealer real honest values. You can place the utmost confi- 
dence in every purchase you make, as DUTTENHOFER'S liberal policy is back of 


every pair of shoes sold. ue 
ole President. ; 


THE VAL. DUTTENHOFER SONS’ CO., 
CINCINNATI, O., U. S. A. 


Se 
PARAS wit Eats 


silat Sen se TB ne ln Say 
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These are days of extended — 
and general improvement in | 

2 “BAYNE” 
taste in dress. Woman's 


Gun Metal Calf 
Bal 











Shoes have received ‘and will continue to 
receive more and more consideration on 
the part of the purchaser. As much care 
is today paid to the selection of shoes as to 
any other part of one’s apparel. 


KEITH’S KONQUEROR SHOES 
FOR MEN AND WOMEN 


are strong sellers. They bear marks of 
excellence that are more than surface deep. 
This line is the embodiment of good shoe- 
making throughout. The “Bayne” last 
shown here is a most pleasing model. 














Our Spring and Summer Stock Style 
Album is yours for the asking. 


The Preston B. Keith Shoe Co. 


BROCKTON (Campello Sta.) MASS. 


New York Office, 299 Broadway, Room 415 | ] 
Roston Office, 207 Essex Street 
































RANGELEY MOCCASINS 


FOR COMFORT AND SERVICE 


SUMMER MOCCASINS 


Styles and Sizes for MEN, WOMEN, BOYS and YOUTHS 
The Ideal Footwear for the “‘Great Qutdoors’’ 












Catalog and Price List 
on Request 












Stock No. 923 Stock No. 841 | Stock No. 850 
The soft, gray leather used in the style pic- The five-inch height keeps out dirt and protects The oxford height is lightest and coolest for 
tured above, and the fact that the Rangeley the ankles without excessive weight—an ad- camp, canoe, tennis or summer comfort at 
pattern follows the lines of the natural foot mirable light weight hiking shoe. home. 
unite to make Stock No. 923 a most popular Stock No. 841 Stock No. 850 
all round§Sport Shoe, particularly adapted to Chocolate Elk Rangeley Moccasin, Chocolate Elk Rangeley Moccasin, 
tramping and general camp wear. — a fibre sole, half-inch — To double elk sole, 
Stock No. 923 spring . spring . 
4Women’s Smoked Elk Rangeley Moc- Stock No. 811 Stock No. 830 
5 ‘casin, 8-inch, Duflex fibre sole, half- Smoked Elk Rangeley Moccasin, Smoked Elk ley Moccasin, Ox- 
inch spring heel. 5-inch, double elk sole, low heel. ford height, fibre sole, - 
remy to 12 D, E, to order, 6 to 12 inch spring heel. 
to . 






G. H. BASS & CO. sHoEMAKERS WILTON, MAINE 
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Se 
IT DOES THE WORK 


Whether from Missouri or Elsewhere, 
You Want to Be Shown 


PHOTOGRAPHED FEET FURNISH THE FACTS 


and attest the value in cure 
and comfort of the 


CRAWFORD 


This remarkable X-ray photograph shows the location 


of the bones in the foot when in shoes fitted with the e 
ordinary shank. rc in upporting 


Shank 


The Why and Because 


of the 


CRAWFORD 


This photograph, made immediately after the one 


shown above and of the same foot, shows the wonderful Arch = Supporting Shank 


result wrought by the Crawford Arch-Supporting 
Shank. 


It is a rigid, steel, scientifically shaped arch, locked to the insole, that is immovable and precludes friction 
and abrasion. As it is an integral part of the structure of the shoe, it conserves the shape, line, and fit of 
it, prolongs its life and gives the feet a firm foundation that takes pressure and weight from the foot 
arches, that enables them to preserve their strength and integrity, without break or weakness. Locked 
to the insole, it never comes in direct contact with the foot and cannot wear through the outsole. 


The hundreds who have used them will not discard them. Any shoe can be equipped with 
THE CRAWFORD ARCH-SUPPORTING SHANK 


and you should get your manufacturer to add them to your orders. Inexpensive, they add to popularity 
and increase trade. You make the trial; we will bank on the results. 


United Shoe Machinery Corporation 


Boston, Mass. 
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AMULET) 


N 
is 


Brooklyn Made T 


urns and Welts 
Dr. Adler’s 


1 SHOES 


For Misses 
and Children 


Shoes That 
Sell 








They will 
build your 
children’s de- 
partmentinto 
the best profit 
maker of your 
BY totes. e cece settee eeeeeees 3.00  store.- 

Same in black vici and white nubuck. 


See Them Before Placing Your 
Spring Orders 
We will send samples of these stock lines—ship 


your order as soon as received—and give a 
March 1 dating. 


Over 300 Styles 
IN STOCK 


Once Dr. Ad- 
ler’s Hygrade 
Shoes are in 
your stock, 
you are a per- 
manent, satis- 


fied customer. a «5 

‘atent t an urn 
See samples, Steaming hedl......c.-:<<. ie aad $1.60 
or have a_ 1toSnoheel..................+:. 1.30 


Same in gun metal, black vici and white 
salesmancall. nubuck. 


Write for Illustrated Catalogue 


Hygrade Shoe Works 


145 Duane Street - - - New York 
Factory: 2963-81 ATLANTIC AVE., BROOKLYN 
CHICAGO OFFICE, LEES BLDG. 
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PROMPT 
DELIVERY 


Bigger. sales at 
most. profitable 
prices can be ex- 
pected from our 
line. In colors, 
castor, fawn, 





taupe, pearl A NEW 
gray, brown, | NOTE IN 
black and white. SPATS 











In Kersey cloth or felt. From $10.00 to $30.00 
Puttees, leggings and tongue pads are 


The Simon Halperin-Co 


Halperin, Phillips Co., Inc. 
121-123-125 West 17th St., New York City 








— a: i < s Ic 
7 7. AGI Ic 
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GO DIDI Cee er eo 


NEW YORK SALESROOM 
35 W. 32nd i = 2 es 


~_— 


Make Buyers Out of Passersby 


Are you making an effort to increase the 
number of your shoe sales by obtaining new 
customers—by attracting the attention of 
passersby through your windows? 

Hugh Lyons fixtures will aid you to make 
your windows business-getters. 

Let us send you our supplementary catalogs 
showing our William and Mary, Chippendale, 


Queen Anne and Adam designs. 






HUGH LYONS & COMPANY 
MAKE BUYERS OUT OF PASSERSBY 


LANSING - MICHICAN 
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CHICACO SALESROOM 
234 S. FRANKLIN ST 
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ONCLUSIVE evidence of the trade-drawing power of the 
Queen Quality Trade Mark is the growth of the Queen 
Quality Boot Shop established in New York in November, 

1911, and doubled in size during the summer of 1918. The con- 
stantly growing patronage of this store, which necessitated its 
present size, is concrete proof that this Trade Mark on footwear 
attracts women to a greater extent than any other factor in the 
women's shoe field. 

As the Trade Mark identity of ‘Queen Quality’’ shoes has built 
and held a steady growing trade in the heart of New York's great 
retail center, under the most severe conditions, so it is building 
business for merchants elsewhere who have the exclusive right to 
its use in their communities. 


THOMAS G. PLANT COMPANY 
BOSTON, MASS. 


World's Largest Factory Making 
Women's Fine Shoes Exclusively 
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Stock No. 276 


276 Black Kid Oxford, 14-8 Cu- 
ban Heel, Im. Tip, Perfo- 






| AEs eee $3.75 t 
275 Same in Havana Brown = 
Kid. . ee ae 






277 Same i in » Mahogany Calf.. 4.00 
268 Same in Patent Leather.. 3.35 
219 Same in White Buck..... 3.78 


SIMILAR STYLES WITH MILITARY HEELS 















564 ATLANTIC AVENUE - 





245 Dull Kid Plain Pump, 
Leather Louis Heel, Plain 


246 iia in , Patent Seiten. co Se 
247 Same in Mahogany Calf.. 3.75 
248 Same in White Kid 
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Stock No. 246 
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Stock No. 281 ‘N 


SPRING’S NEWEST STYLES IN STOCK 





READY TO SHIP AT ONCE! 
| 283 Black Kid Oxford, Leather 
Louis Heel, Plain Toe... 

274 Same in Havana Brown 


. .$3.50 Kid 


.$3.75 


281 Same in Patent Leather. - 3.50 
set 4.75 249 Same in White Kid...... 4.75 
238 Same in White Buck..... 3.50 


TWO TONE BOOTS FOR EASTER 


Send for Illustrated Folder and Price List! 


THE BOARDMAN = COMPANY 


- BOSTON, MASS. 






















More Men’s Shoes 
Will Be Needed in 1919 


Buy reliable shoes with best leathers, 
manufactured by shoemakers of 
long experience: 

ARMY BLU.—Goodyear Welt, Soft Box, 
Leather Counters, White Rubber Middle 
Sole, KORRY KROME Outsoles. 


No. 1132. Choc. Veal Unlined . . $4.50 
i No. 1133. Choc. Vanity Calf Lined 4.50 
No. 1134. Choc. Waukegan Calf 

mi, tee as 4.25 


Lin ed 
C, D or E widths, sizes 6 to 10 and 7 to 11 
(Made on order—not carried in stock) 


RELIABLE SHOE CO. 


NATICK, MASS. 















Overgaiters 
that Fit 


One of the big fea- 
tures of Goodwear 
Overgaiters is their 
knack of fitting 


smartly. Good quality materials 


hold this style till the last. 


Goodwear Overgaiters 
FOR MEN AND FOR WOMEN 


All popular colors and black and 
white in ten and twelve button 
felt, and ten button broadcloth, 
also ten button black Skinner’s 


Satin. 


For Immediate Delivery 


Goodwear Leather Mfg. Co., Inc. 


64 West Houston Street 


New York 
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A COUNTER ESPECIALLY MOLDED 
FOR MEN’S OXFORDS 





THE SNUG HEEL FIT THAT 
“HORN FIBRE” COUNTERS 
GIVE THE FINISHED SHOE 
IS DUE TO THE FACT THAT 
THESE COUNTERS ARE 
MOLDED TO FIT THE LAST. 
THE RESULT IS A BETTER 
SHOE —IN FIT, COMFORT, 
LOOKS AND WEAR. 


IF YOU HAVE A COUNTER PROBLEM 
BRING IT TO US! 


FIRST IN EVERYTHING 
IDEA—QUALIT Y—GUARANTEED SERVICE 


Made only by the 


ROGERS FIBRE COMPANY 


MOUSAM DIVISION 
121 BEACH STREET~— BOSTON, MASS. 


PHILADELPHIA CINCINNATI ST. LOUIS 
WILKINSON & REGER JOHN Cc.RUPP CO. DENNETT & PRINCE 


ies 
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ETTERS from men in the service, 
gf who have learned what real foot 
W comfort is, tell us in very positive 
language that they. and their ~ 

comrades are “strong for Educators.” 


Do the shoe “retailers of ‘this country head 
more evidence ethan this to convince them of 
the opportunity that is knocking at their 
doors? ~ 


Educators are the natural shoe for these 
men to adopt because they are orthopedically 
correct and will preserve the comfort these 
men have learned to enjoy. 


Educators are the natural shoe for retailers 
to adopt because they are staple shoes--are 
stock shoes and properly advertised—are 
already sold by more than 12,000 retailers 
in this country, and are known by more 
people than any other shoe. 



























Rice & Hutchins ‘Distributing Houses 


The Rice & Hutchins The Rice & —— The Rice & Hutchins 






New York Company hicago Company St. Louis Shoe Company 
The Rice & Hutchins The Rice & Hutchins The Atlas Shoe Company 

Baltimore Company Cleveland Company Boston, iene. 
The Rice & Hutchins The Rice & Hutchins Joseph I. Meany & Co., 









Atlanta Company Cincinnati Company Pht dcp “Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 























